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PREMIER 


Warm Air Heaters 


LARGE CASINGS— 


The PREMIER is the first and only 
Cast Heater built with casings large enough 
for a free circulation of air. 





Specifications : 
Fire Pot Radiator Casing Air Capacity 
20” 338” 48” 868” 
22” 36” 52” 1064” 
24” 40” 57” 1272” 


Pipe 


You have always wanted greater air capacity— 


The PREMIER gives it to you. and 
The best installation won’t make an “air bound” Heater ; 

work efficiently. Good installation is your part—Efficiency Pipeless 

in construction is ours. We build the heater right and Heaters 


case it right. 

The PREMIER user will give you the Credit. We get 
ours in knowing that PREMIERS, under all conditions, deliver 
warmth and comfort to living rooms and do not waste heat 
in the basement. 


Premier Warm Air Heater Co. 
DOWAGIAC, MICH. 


















CLARK 
SLAW 


* OIL STOVES 

ji YEA Good for You and 

TH Beez Your Customers 

tH % HE dealer who handles Clark 

CH NY Jewel Oil Stoves is sure to please 

SN his customers and increase his 
Ny business. 














| Their handsome finish and excel- 
lent construction stand out dis- 
on tinctly. In operation they are 
rect remarkably efficient. They Save 
LHI Time—They Save Oil. Every one 
th a Stove built for genuine service. 





“Sf GEORGE M. CLARK & COMPANY 


Division American Stove Company 
179 North Michigan Avenue 
CHICAGO 
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A reassuring reason why the retail mer- 
chant need not fear the chain store system is 
given by Secretary Toulme 
of the National Wholesale 
Grocers’ Association. He de- 
clares that the chain store 
which proposes to manufacture, distribute 
and retail under one control and one capital 
fund has not eliminated any services or costs. 
It has merely eliminated a series of independ- 
ent business men—manufacturer, wholesaler 
and retailer. 


Tonic for 
Retailers 


ee ¢@ ¢lhU OH 6H 


Business recession in many lines has been 
checked and trade is moving forward slowly 
toward normal conditions, 
according to the weekly re- 
views of the commercial 
agencies. Indications are not 
lacking that good buying power exists, but 
consumers are still conservative and discrim- 
inating in their purchases. 


Business 
Improves 


“Recovery does not come other than slow- 
ly and irregularly, and is not easily accom- 
plished,” says Dun’s. “With various mar- 
kets in a waiting position, the initiative in 
most negotiations remains with sellers, and 
further price concessions are usually neces- 
sary to stimulate moderate purchasing. 

“After a prolonged period of restricted 
trading, some replenishing of broken stocks 
of merchandise is required, but there is no 
disposition to anticipate needs very far into 
the future. 

“The general attitude, on the contrary, 
continues one of rigid conservatism, though 
the steady small-lot takings in certain direc- 
tions, as in textiles, are encouraging.” 

It is not unnatural, with current demands 
uneven, that production results vary consid- 
erably in the different industries, and that 
increasing operations at some plants contrast 


with greater curtailment at others. The 
moderate and open weather has retarded re- 
tail distribution of seasonable goods, and 
special sales of accumulated supplies remain 
a feature throughout the country. 


Bradstreet’s says that the pessimistic out- 
givings bred by further recessions in the so- 
called barometer trades, iron, steel, coal and 
coke can not disguise the fact that while 
trade is a trifle less active than last week and 
not as good as a year ago, it is much better 
than it was two or four months ago. 


“The essential soundness of the theory 
that the corner was really turned early in the 
year in the leading apparel trades can not 
well be denied; reports from leading textile 
industries, cotton, silk and wool manufactur- 
ing, indicate largely increased consumption; 
the reports from retail trade indicate that, 
notwithstanding an unprecedentedly mild 
winter, a fair volume of final distribution is 
being effected. 

“Financial markets, though indicating that 
stocks are marking time, give good accounts 
of the big absorptive ability displayed where 
high-interest-bearing investments are of- 
fered. Collections are slow and really no 
better than recently.” 

In its mid-month review, the Irving Na- 
tional Bank says: Business continues to 
move cautiously, with little disposition on 
the part of buyers to commit themselves 
except for immediate needs. 

“There are many indications that normal 
conditions are returning, as liquidation of 
commodities continues and stocks are sold 
and consumed,” says the bank. 

“In some leading trades and industries, a 
definite turning point for the better is yet to 
be reached, but there is an increasing feel- 
ing of confidence contrasting with the doubt 
of recent months. That further recovery 
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will come with the spring is the belief which 
generally colors the outlook of business men. 

“Among other signs of betterment may be 
cited the fact that retail prices are tending 
towards a level more in accord with whole- 
sale prices. 

“Likewise, there is an unusual increase in 
savings bank funds likely to be set to work 
soon in productive channels as well as large 
new issues of state and municipal bonds, and 


industrial securities.” 
o ¢ ¢ © @ 


You can have the best warm air heater in 
the world installed in your basement. You 
can have a year’s supply of 
high-grade coal piled up 
within convenient reach. But 
if you do not put the coal in 
the furnace, ignite it, and give a reasonable 
amount of attention to the fire, your home 
will lack comfort in cold weather. 


Promotion 
of Sales 


It is precisely the same with your business. 
You can have the best stock of goods and all 
the necessary store equipment for serving 
your customers. But if you do pot put the 
goods in range of the customer’s attention 
and explain their advantages to him, your 
bank account will lack substance and growth. 

Sales promotion means putting the coal in 
the furnace and keeping the fire going. 
Goods are not self-selling. They must be ex- 
plained through the various forms of sales- 
manship—across the counter, in the window 
display, by circulars, in newspaper advertise- 
ments—day after day. 

Persistence is the first requisite of sales 
promotion. The public forgets last week’s 
news and last week’s goods. You must tell 
the story anew this week and next week. 

© ¢ @ © @ 


Compared with a candle, the tungsten fila- 

ment of an electric globe is abnormal. When 

Lincoln conned his borrowed 

Why Go Back books by the glow from the 

To Normal? fireplace of a log cabin, a 

Mazda lamp would have been 

as abnormal as a kerosene torch in the lobby 

of the Blackstone hotel today. Why go back 
to the normal of the tallow candle? 


Steam railroads are abnormal with refer- 
ence to the ox-cart of a hundred years ago. 
Imagine what it would mean to haul the coal 
supply of Chicago or Pittsburgh by ox-cart 
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from the mines. Why go back to the normal 
of the ox-cart? 

Although low wages and low prices theo- 
retically balance one another, the fact is that 
more buying is done when a greater volume 
of money is in circulation. There is less un- 
employment and the country is prosperous 
in such circumstances. Why go back to the 
normal of 1914? Why not go forward toa 
more progressive normal? 


ee © © @ «6©@ 


Business develops only through service. 
The free institutions of government are pos- 
sible only where servitude is 
replaced by service. Essen- 
tially, service is an exchange 
of personal values through 
the medium of organized society. As a hard- 
ware dealer you render service to your com- 
munity. The physician, grocer, plumber, 
carpenter, printer, farmer, banker, teamster, 
motorman, teacher, and scores of other 
workers in your community do things for 
you which you can not do for yourself from 
lack of time or talent or training. 

A little observation will disclose to you the 
significant fact that the physician, grocer, 
banker, mechanic, and other workers of your 
community who give the most friendly, 
prompt, and careful service are the most 
prosperous and popular members of the com- 
munity. 

They are the people who get pleasure out 
of their daily occupation, who are enthusias- 
tic in their work, and who serve their com- 
munity with the sincerity which comes from 
a sense of kinship with humanity. They 
know that in giving genuine service they are 
paying back values which they receive from 
their community. 

The joy of service is, in some respects, the 
biggest reward of business. As Leon D. 
Nish, Secretary Illinois Retail Hardware As- 
sociation, said in his annual report to the 
recent convention of that organization, 
“your community has a right to demand of 
you service, and if you can not, through in- 
capacity or misfortune, add the two other 
elements, joy and fair compensation, then in 
all fairness to yourself and your family move 
to some other calling, for a person can not 
make a greater mistake than to be in an occu- 
pation he does not enjoy.” 


Joy of 


Service 
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Random Notes and Sketches 


By Sidney Arnold 
My friend J. T. Henshaw of J. T. Henshaw and 
Company, sheet metal contractors, Washington, D. C., 
relates the following experience: 

“I was repairing a roof damaged by a fallen chim- 
ney and engaged Bill Goddard, a bricklayer, to rebuild 
the chimney for me. 

“To get on the roof we had to negotiate a dinky 
little window backward. I said to Bill: 

“Bill, you will have to go backward in order to 
get through this window.’ 

“<“Pshaw,’ said Bill, ‘that’s dead easy. 
going backward all my life’.” 


ok * * 


I’ve been 


Here is a brief narrative sent me by my friend C. 
F. Nason of Grand Rapids, Michigan, sales represen- 
tative Milwaukee Corrugating Company: 

The discharged soldier hastened gladly home to see 
his wife. He found her polishing the kitchen stove, 
and slipped quietly up and put his arms around her. 

“Two quarts of milk and a pint of cream tomorrow,” 
she said without looking up. 

. <<. « 

Diplomacy is not confined to ambassadors, says my 
friend H. H. Wherry, Secretary Travelers’ Auxiliary 
of Wisconsin Sheet Metal Contractors’ Association, 
as the subjoined quotations prove: 

“T must say those biscuits are fine,” exclaimed the 
young husband. 

“How could you say those were fine biscuits?” in- 
quired his mother, when they were alone. 

“T didn’t say they were fine, mother. I merely said 
I must say so.” 

x ok x 

The resourcefulness of pupils under examination is 
often very amusing, says my friend Tom Pearson, of 
the Central Heating Supply Company, Chicago, Illinois. 

By way of illustration, he tells this story: 

A teacher said to his class in English composition : 

“Now, I wish every member of the class would write 
out a conversation between a grocer and one of his cus- 
tomers, introducing some pathetic incident or refer- 
ence.” 

Among the compositions handed in was the fol- 
lowing: 


“What do you want?” asked the merchant. The 
woman replied: “A pound of tea.” 
“Green or black?” asked the merchant. 
“IT think I'll take black,” said she; “it5s for a 
funeral.” 
ok * aK 
“Some people are like blotters,” says my friend 


Louis Giclas of Washington, D. C. “They absorb 


information but can’t use it.” 
ok Ba 


H. E. Doherty, President Salesmen’s Auxiliary to 
the Michigan Sheet Metal Contractors’ Association, 
says that his organization is making the right kind of 
progress. He sends me this story to show what it 
means by way of contrast with the wrong kind of 


progress : 


“No, sah, Ah doesn’t neber ride on dem things,” said 
an old colored lady looking in on the merry-go-round. 

“Why, de other day I seen dat Rastus Johnson git 
on an’ ride as much as a dollah’s worth un git off at 
the very same place he got on at, an’ I sez to him: 

“ *Rastus,’ I sez, ‘yo’ spent yo’ money, but whar you’ 
been ?” ” 

* * * 

Countryman—Say, mister, kin you tell me whar I 
kin find a feller by th’ name uv Adams? 

Policeman—Adams? Why, the town is full of peo- 
ple by the name of Adams. Which one are you look- 


ing for? 
Countryman—Th’ one what keeps an express office. 
>’ * *” 
Speaking about the Eighteenth Amendment, my 


friend Samuel D. Latty of Kirk-Latty Manufacturing 
Company, Cleveland, Ohio, relates the experience of 
his neighbor. 

After purchasing a quart, the neighbor found that 
it corroded his zinc-lined stomach. He, therefore, 
bestowed the stuff upon his saddle-colored janitor. 

Later, he asked the janitor how he liked it. The 
janitor replied: 

“Tes’ right, Cap’n, jes’ right.” 

“What do you mean, jes’ right?” queried the neigh- 
bor. | 

“Well, suh, Cap’n,” answered the janitor, “if it had 
been any better you wouldn’t have give it to me, and 
if it had been any wusser I’d a died. It was jes’ right.” 

* ok ok 


J. E. Dekker of the Auto-Wheel Coaster Company, 
Incorporated, North Tonawanda, New York, says that 
the young men of the war who find it hard to go back 
to the dry goods counter remind him of the boy who 
went to the circus. 

On his return home his mother asked him how he’d 
liked it. 

“Oh, ma,” he said, “if you once went to the circus, 
you'd never go to church again in all your life.” 

Now is the only time there is. It is folly to discount 
the future. Indeed, no man achieves success who does 
not do the tasks at hand and let the doing of them pile 
up the results which will render more profitable the 
“Now” of tomorrow when it comes. 

Do It Now. 
mortal be—To- 


He was going to be all that a should 


morrow. 
No one should be kinder or braver than he—Tomorrow. 
A friend who was troubled and weary he knew, 
Who’d be elad of a lift and who needed it, too: 
On him he would call and see what he could 
morrow. 


do—To- 


morning he stacked up the letters he’d write—To- 

morrow. 

And thought of the folks he would fill with delight—To- 
morrow. 

It was too bad, indeed, he was busy today 

And hadn’t a minute to stop on his way; 

More time he would have to give others, he'd say—To- 

morrow. 


Each 


The greatest of workers this man would have been—To- 
morrow. 

The world would have known him, had he ever seen To- 
morrow. 

But the fact is he died and he faded from view, 

And all that he left when living was through 

Was a mountain of things he intended to do—Tomorrow. 
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Up-to-the-Minute News Siftings 


Items of Interest to Dealers Gleaned from Many Fields. 


National and Local Business Plans, Problems, and Practices. 





BUSINESS MEN OF AMERICA 
OPPOSE SALES TAX. 


An almost unanimous demand for repeal of the 
excess-profit tax has been made by the membership 
of the Chamber of Commerce of the United States in 
a national referendum vote, the result of which has just 
been made public. The ballot was taken on a report 
of the Chamber’s Committee on Taxation advancing 
fifteen proposals for changes in the present method of 
federal tax levies. 

Although the committee recommended substitutes 
for the excess-profits tax, the vote of the Chamber’s 
membership on these proposals was not conclusive. A 
considerable majority voted against an increase in 
income taxes, proposed as a means of substituting 
some of the revenues derived from the excess-profits 
tax, and at the same time there was a majority vote 
against any form of sales tax, suggested both as a sub- 
stitute for and in addition to other forms of tax. 

The vote makes it clear that business men are united 
in their view that the excess-profits tax hampers busi- 
ness operations and retards the progress of readjust- 
ment. Among the objections to the tax as pointed out 
by the committee are that it produces inequities ; that 
it is difficult of administration; that price reductions 
will decrease revenues from this source, and that the 
tax encourages extravagance. 

A striking reaction was shown in the vote against 
increasing income taxes. It was obvious to the voters 
that such increases would fall on the middle class of 
incomes, since little more can be derived from smaller 
incomes and because taxes already are so high on the 
larger incomes that those receiving large incomes are 
investing in tax free securities and thus defeating the 
purpose of the tax. 

The majority voting against any form of sales tax 
was a considerable one. Organizations voting for the 
sales tax were asked to indicate whether they preferred 
a general turnover tax, a limited turnover tax, or a 
retail sales tax. [ew voted for a limited turnover tax, 
and as between a general turnover tax and a retail sales 
tax a small majority favored the latter. 

The vote against the sales tax is significant in view of 
the strong agitation that has been going on throughout 
the country for some form of this kind of levy. Argu- 
ments for the tax, as contained in the referendum, held 
that difficulties of administration of the tax would not 
be so numerous as in administration of the excess- 
profits tax; that it would have great practical value in 
that the business man would know exactly what he 
must turn over to the government and that under it 
fewer persons would escape taxation. 

Objections pointed out were that a turnover tax 
would be extremely difficult of administration and that 
it would be pyramided; that it would work to the ad- 
vantage of larger industrial establishments and that it 


would be unfair to persons at the bottom of the eco- 
nomic scale on whom it would fall disproportionately 
heavier than on those who enjoy a wider margin be- 
tween income and necessary expenditure, and finally 
that there were legal difficulties in the way. ° 





Southern Stove Makers Meet 
in Louisville, Kentucky. 

The first quarterly meeting of the Southern Associa- 
tion of Stove Manufacturers was held in the Seelbach 
Hotel, Louisville, Kentucky, February 14th and 15th. 

The meeting was called to order by President Ter- 
stegge with a full membership representation and also 
two representatives from each of the stove manufac- 
turing centers throughout the country. 

The entire time of the two sessions Monday the 14th 
was consumed by representatives from territories other 
than the Southern territory, outlining the general con- 
ditions existing pertaining to bookings, stocks on hand, 
shop operation, etc. 

While conditions for some several months past and 
at the present time are not to the liking of the stove 
and range manufacturers, there does not seem to be a 
prevailing feeling of pessimism. 

The reports coming from all sections of the country 
indicate small stocks in the manufacturers’ warehouses 
and those manufacturers who have had travelers out 
report in most cases the buyer indicates his purpose to 
place contract and specification during the early Spring 
months. 

The entire session of the second day, February 15th, 
was consumed in discussing traffic matters and the re- 
sult of several very important conferences with Classi- 
fication and Freight Rate Making Committees. 

The second quarterly meeting will be held in the 
Faragot Hotel, Knoxville, Tennessee, April 25th and 
26th. 





Sell Stoves In All Seasons 
of the Year. 


When balmy breezes blow and the prairies are yel- 
low with dandelions, the demand for ice skates is as 
feeble as the call for poker chips at a revival meeting. 

But stoves are needed in all seasons of the year. 
They can be sold almost as easily in January as in 
June. 

Indeed, there is no dull season for the stove dealer 
who systematically classifies his prospects according to 
time and custom. 

Weddings take place every day of the year and new 
homes are established which require cooking or heat- 
ing stoves. 

The enterprising dealer manages to keep in touch 
with his community and to anticipate such events 
through advance information. 
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Convention of the Iowa Retail Hardware Association 
Points the Way to Sound and Profitable Business. 


Intelligent Distribution of Commodities Implies Wise and 
Systematic Buying Together with Full and Friendly Service. 


In every crisis of history, whether national or in- 
dustrial, rumors, fears, moral cowardice, and all the 
other mawkish things upon which pessimism feeds 
have been the main sources of trouble. The land may 
be fruitful, the artisans of the country alert and clever, 
and the schools and universities forward-looking and 
diligent, yet in spite of all these, depression may grip 
the entire people. 

Today, although human nature has not changed es- 
sentially, we have a better understanding of psychology 
with reference to production and distribution. We 
know that the leaders of every community can direct 
the thinking and influence the emotions of their com- 
munity in such a way as to bring back prosperity and 
wipe out the rumors, fears, and moral cowardice which 
spread the infection of industrial depression. 

A noteworthy example of how this may be achieved 
was given by the gathering of community leaders who 
constitute the membership of the Iowa Retail Hard- 
ware Association, who met in their Twenty-third An- 
nual Convention, February 22, 23 and 24, 1921, in 
Hotel Savery, Des Moines, Iowa. 

Tuesday, February 22, 1921. 

The opening session of the convention was held in 
the Venetian Room, Hotel Savery. It began at 2:00 
o'clock in the afternoon with singing by the audience 
of the national anthem, “America.” 

The annual address of President I*. B. Lomas gave 
evidence of careful analysis of prevailing conditions, 
sound judgment, and constructive optimism. Its main 
paragraphs are herewith set forth: 

Annual Address of President F. B. Lomas to the Conven- 
tion of the Iowa Retail Hardware Association, 
February 22, 1921, in Des Moines, Iowa. 

“The purpose of a gathering of any group of men 
is to absorb the ideas of one another. The real value 
that you will get from this Convention will come to 
you, not from set speeches, but from the discussion 
of topics during the Question Box hour. Just bear in 
mind that the Question Box is a mere machine and the 
more you put into it, the more you will take out of it. 

“Tt is not my intention to attempt to analyze busi- 
ness conditions at this time, but I will touch upon a 
few conditions that affect the retailer, in the hope 
that they will be discussed during the Question Box 
hour. 

“John H. Patterson, who has been studying business 
conditions in Europe, in his report to The Literary 
Digest, says: “The world’s business is in trouble. 
Some nations can not sell their surplus of agriculture, 
industries and minerals. Other nations greatly need 
them. Plenty of ships to carry them. Millions of peo- 
ple out of employment. Nations are still spending 
money for war like drunken sailors. The world’s 
business has no directing head. It needs an Associa- 
tion of Nations whose object it is to do good to all 


the people; to stop war and fight with brains, not bul- 
lets; to extend international credit and to prevent dis- 
ease. Civilization is at stake. Wake up, America, 
before it is too late.’ 

“The burden of our reconstruction necessarily lies 
with the heads of our financial institutions and our 
large industries, but we have our part to do in creating 
confidence, first in ourselves and then passing it on 
to the community in which we reside. If we have a 
pessimist among us let’s send him home an optimist. 

“We hardware men are doing business on a declin- 
ing market, not a falling market, and must make our 
business pay on our turnover. Buy light and often 
and keep your stock on hand priced at market value. 
Insist that your jobber furnish you with weekly mar- 
ket prices, such as is being put out by some of the 
Wisconsin jobbers. Follow these declines closely but 
do not be stampeded into anticipating declines. Re- 
cently one large manufacturer of ranges asked the re- 
tailer to advertise and sell his product at a reduction 
of $30.00 per range when his price to the retailer was 
only a $15.00 reduction. Are we hardware retailers 
merchants or are we Ford agents? 

“As usual, when the public wakes up to the fact 
that they have been paying high prices for merchan- 
dise, the so-called middleman is led out as a goat. 

“Just a few words about Association affairs. Di- 
rectly after our last Convention, the two Boards of 
Directors authorized the hiring of a Field Man to work 
jointly for both Associations. The matter of select- 
ing, hiring and controlling this Field Man was left with 
a committee of three; the Presidents of the two Asso- 
ciations and their joint Secretary. We were fortunate 
in securing Mr. E. C. Hass, one of our active members, 
who had just retired from business. He started work 
in June and has made good as will be shown by the 
reports of the Secretary and Auditing Committee. 

“His duties so far have been to solicit membership, 
insurance, inspect insurance risks, and bring the As- 
sociation in closer touch with the individual. Eventu- 
ally this department will expand, but it is not practical 
at this time. 

“The average rate of insurance on hardware stocks 
in Iowa is about $2.00; the average hardware stock 
is about $10,000.00. You can and should carry all 
your insurance in Hardware Mutuals. On this basis 
your annual premium would be $200 and half of this 
amount refunded to you making a net saving of $100 
on this item alone. , 

“We have had during the past year a few complaints 
of jobbers selling at retail, and I am sorry to say that 
most of these were against Iowa jobbers. I would 
recommend that the incoming Board of Directors au- 
thorize the President to appoint a Grievance Com- 
mittee to take care of all such complaints. 

“Some years ago we had in the National Associa- 
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tion, a Trades Relation Committee who did some very 
effective work. Why this committee was discontinued 
I do not know, but it seems to me that a committee of 
this kind could at this time be of very good service. 
I would suggest the consideration of the Resolution 
Committee on this subject.” 

At the close of President Lomas’ interesting address, 
Lewis C. Abbott, in behalf of the Iowa Retail Hard- 
ware Association, gave President Lomas, who has 
held office two years, a beautiful stickpin with the 
emblem of the National Retail Hardware Association. 
President Lomas was much surprised and deeply 
touched. 

Then the audience sang with great spirit the pop- 
ular ditty, “It’s a Long, Long Trail.” 

Following the community singing, came an address 
on “What is Ahead of Us in Business?” by Howard 
W. Harrington, Moline, Illinois. 

Mr. Harrington said that we are now in a buyers’ 
market. A short time ago orders came almost unso- 
licited. Now it is up to the dealers and installers tc 
study salesmanship. In other words, they must get 
back into training and get back irito business with per- 
sistent energy. 

“Talk prosperity,” said Mr. Harrington, “and you 
will get prosperity. The public believes that prices 
will go down, but you must convince your customers 
that prices are just, irrespective of the future. If you 
talk prosperity to your customers and their friends, 
they will talk to their friends and thus the movement 
toward re-establishment of confidence will swing for- 
ward at an increasing pace.” 

Mr. Harrington described the cycle of business in 
three sections, namely, depression, readjustment, and 
expansion. He showed tables of figures since the 
Franco-Prussian War to prove the cycle. 

“During the period of depression,” said Mr. Har- 
rington, “the following changes took place: 

“1. Liquidation of commodities held for specula- 
tion ; 

“2. Prices of raw material undergo modification ; 

“3. Retail inventories show recessions ; 

“4. Labor conditions were altered. 

“During the period of readjustment, it is necessary 
to make certain elementary changes to meet the shock 
of conditions. These changes involve the settling of 
financial affairs in order to safeguard credit; the re- 
adjustment of expenses; the increase of operating 
efficiency ; and better salesmanship. 

“Business is built on reputation and the foundation 
stones of reputation are personality, responsibility, 
integrity, the quality of merchandise, and service. 

“As factors in the necessary salesmanship to bring 
about the logical expansion following depression and 
readjustment attention must be directed to salesman 
and saleswoman; store arrangement and display; win- 
dow exhibits; use of manufacturers’ selling helps; 
street car signs, bill-boards, movie slides, etc.; cir- 
cular letters; house organ or a monthly paper; collec- 
tions and complaints; and local advertising.” 

Mr. Harrington defined advertising. He said: “Its 
purpose is to make yourself favorably known. There- 
fore, above all, the merchant must put into his ad- 
vertising the same qualities of personality and service 


and quality upon which his business reputation is 
built.” 

Mr. Harrington strongly advocates continuous ad- 
vertising to keep the way open for sales. When the 
advertising ceases or is suspended for more or less 
long periods, the way toward sales becomes blocked 
and customers drift along other paths to more enter- 
prising establishments. 

The Question Box hour of Tuesday afternoon’s 
session was very profitable to the delegates. The Ques- 
tion Box Committee consisted of L. C. Abbott, E. M. 
Healey, and E. C. Haas. A lively and suggestive dis- 
cussion took place on the advisability of reducing the 
salaries of the sales people. 

The evening of the first day of the convention, Tues- 
day, February 22, from 7:00 to 10:00 o'clock was 
spent by the delegates in visiting the Hardware Ex- 
hibition in the Coliseum. 

Wednesday, February 23, 1921. 

The first part of Wednesday morning’s session was 
devoted to the discussion of topics presented through 
the Question Box, after which Edward G. Weir of 
Dowagiac, Michigan, delivered a highly instructive ad- 


dress on “Underwriting Business Prosperity.” The 


principal points of his address are as follows: 

“All possible emphasis should be placed on the in- 
telligent distribution of merchandise, but too fre- 
quently the question of buying is governed by habit 
of association. We have come into an age of special- 
ization. No longer does the hardware dealer, who 
places his sales emphasis on the distribution of special- 
ties, purchase these from the general distributor or 
jobber, but direct from the manufacturer who in turn 
underwrites the dealer’s success through national ad- 
vertising, active, direct dealer cooperation, merchan- 
dising of prospects and frequently the allowance of 
a portion of his newspaper publicity. 

“Is it wise to leave the selection of factors that de- 
termine volume simply to first impressions? On the 
other hand, would it not be wise for the dealer to ques- 
tion the salesman as to the advantages of selecting his 
particular line? 

“It is unnecessary for the dealer to experiment, 
when by inquiry of the salesmen and all other dealers 
who have graduated in the school of experience in that 
particular specialty, he can determine with regard to 
(a) Character of service rendered year after year; 
(b) The attitude of the company regarding terms, 
adjustments and complaints; (c) Exclusive Sales 
Agency Policy; (d) Quantity and Quality of Co- 
operation. 

“He would inquire what the manufacturer or dis- 
tributor would do in the way of building up consumer 
acceptance. Remembering that the entire investment, 
overhead and profits must be charged to the efforts 
of but a few hours a day, it is hardly fair to expect 
the dealer both to educate and sell him. The educat- 
ing should be logically done by the manufacturer of 
such specialties. This is determined by (a) The num- 
ber of specialties in use in his given sales territory 
rendering satisfactory service; (b) By the national 
advertising ; and (c) By the direct advertising. 

“He will inquire carefully whether or not the manu- 
facturer will probably continue in business indefinitely 
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so that his initial sales efforts will have accumulative 
value. 

“Now if he has satisfied himself regarding the fore- 
going he is ready to look at the product, and his atti- 
tude would be determined by: (a) Patented, desirable 
improvements; (b) Appearance; (c) Quality; (d) 
Fitting and Workmanship; (e) Comparative value. 

“He will then inquire specifically with regard to ad- 
If national advertising—what 


If direct ad- 


vertising cooperation. 
is its purpose and what its achievement. 
what is its purpose, what is its variety and 
He will want to know with 


vertising- 
what is its achievement. 
regard to newspaper advertising service and the fol- 
low-up of prospects. 

“He will then inquire as to sales cooperation from 
the salesman, with regard to the education of his sales 
force, personal cooperation of the salesman in closing 
actual sales. 

“Tf he has satisfied himself so far he will then want 
to determine with regard to the future value of the 





A. R. Sale, Re-elected Secretary-Treasurer Iowa Retail 
Hardware Assoc at on. 

agency and this is influenced by the attitude of the 

company with regard to continued improvement. 

“If any salesman or representative can satisfy the 
dealer with regard to these factors, the dealer may 
then place his entire organization back of it and give 
it all the initiative that characterizes his organization.” 

At the close of Mr. Weir’s address came a demon- 
stration showing how to study trade territory with the 
purpose of developing new business and widening the 
scope of the hardware store’s activities. 

Wednesday afternoon the eighteenth annual meeting 
of the Iowa Hardware Mutual was held. 

Special pains were taken by A. R. Sale, Secretary 
Iowa Hardware Mutual, in his annual report to offset 
the insidious propaganda of the stock insurance com- 
panies against the hardware mutuals. 

“Measured by the test of assets and surplus,” said 
Secretary Sale, “our association issues a policy which, 


compared with the three strongest stock companies, is 
doubly as strong. The Continental of New York, the 
Home of New York, and Hartford of Connecticut 
have average assets of $11.83 for every $1,000 at risk 
and an average surplus of $5.16 for every $1,000 at 
risk. Our association has $22.36 of assets for every 
$1,000 at risk and $14.83 surplus for every $1,000 at 
risk. These figures may be verified from the official 
reports to the insurance department of the state of 
Towa.” 

Secretary Sale in answering the argument of the 
stock companies that the Mutuals are highly speculative, 
economically unsound, and politically destructive, said 
that “the fact is that all insurance companies in the 
early history of the Republic are Mutuals and many 
of the Fathers of the new Republic are supporters and 
organizers of Mutual companies.” 

Secretary Sale quoted Herman L. Ekern, counsel of 
the Federation of Mutuals (who was asked to reply 
to a banker who wrote to an Indiana hardware mer- 
chant against Mutuals) as follows: 

“If you could buy a better stove from another at 
fifty per cent of our price, we would not ask you to 
buy ours. That is our situation in buying fire insur- 
ance. For more than ten years our hardware mutual 
fire insurance companies have saved us half of the stock 
company rates. These companies furnish protection 
per $100 at risk more than twice as good as that of 
the best stock companies. We carry the kind of insur- 
ance organized by Benjamin Franklin and by John 
Marshall, First Chief Justice of the United States 
Supreme Court, and which has protected Mount Ver- 
non and Monticello. than four-fifths of the 
American people carrying fire, life or other insurance 


More 


buy mutual insurance.” 

“If our stock company agitators,’ continued Secre- 
tary Sale, “are willing to assume the responsibility of 
branding all patrons of Mutual insurance as_bolshe- 
vists and anarchists they are undertaking to indict much 
the larger part of the safe, sane and thrifty citizens of 
the United States who have been consistent friends of 
Mutual insurance since the Republic was founded.” 

The Iowa Hardware Mutual Insurance Association, 
according to Secretary Sale’s report, had in force, 
January 1, 1921, insurance amounting to $11,356,- 
793.49. Dividends paid to policy holders during 1920 
amounted to $72,802.94. 

Wednesday afternoon at 2 o’clock a meeting was 
held in the Chamber of Commerce rooms, Hotel 
Savery, under the auspices of the National Association 
of Sheet Metal Contractors for the purpose of or- 
ganizing the Iowa Sheet Metal Contractors’ Associa- 
An account of this meeting is published else- 
AMERICAN ARTISAN AND 


tion. 
where in this 
HARDWARE REcorp. 

Wednesday evening the traveling salesmen connected 
with the sheet metal trade met and organized a sales- 
men’s auxiliary to the newly formed Iowa Sheet Metal 
Contractors’ Association. 

Thursday, February 24, 1921. 

After an hour devoted to comments on queries pre- 
sented through the Question Box, the Thursday morn- 
ing session settled down to listening to an interesting 
address on “Excess Profits” by J. M. Campbell, of 


issue of 
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Bowling Green, Missouri, ex-president of the National 
Retail Hardware Association. 

The session closed with an address by Stephen W. 
Gilman, Professor of Business Administration, De- 
partment of Economics, University of Wisconsin. 

Thursday evening 250 dealers and their wives were 
entertained by the American Steel and Wire Company 
at a banquet in the Venetian Room of Hotel Savery. 

Friday, February 25, 1921. , 

A slight change was made in the program for the 
final session of the Convention Friday morning. It 
consisted in the postponement from the preceding day 
of the report of Secretary A. R. Sale. This report 
was well worth a session by itself, because it is a 
scholarly and brilliant essay worthy of a place in the 
literature of the trade. Its main passages are as fol- 
lows: 

Annual Report of Secretary A. R. Sale of Convention of 
Iowa Retail Hardware Association, February 24, 
1921, in Des Moines, Iowa. 

“Another circle has been made by our good Mother 
Earth, swinging through the long and shining pathway 
in space since we met in our last Annual Conference. 
Without a single quiver or tremor she ushered us into 
balmy spring, glorious summer, gorgeous autumn and 
nearly through another crystal winter; just as she has 
been doing for untold centuries past. 

“But we, her temporary lodgers, have been tossed 
and driven into frights and ecstacies, glooms and il- 
luminations ; sorrow and rejoicings innumerable. So- 
cially, politically, and commercially, it has been a year 
of kaleidescopic views. Buying and selling seem to 
have partaken of a mixture of home-brew and moon- 
shine ; exhilarations followed by inevitable depressions. 
Within the year anything would sell for any price and 
again stoves and nails are a drug on the market. From 
the hectic joy of reckless buying to the sullen mood of 
the tight-wad purchase we have descended. Politically 
we have turned somersaults, and welcomed the suf- 
fragettes into our caucuses, our polling booths and our 
jury boxes. Socially we have jazzed the rugged path- 
way of life in costumes hilarious and shocking, with 
our hip pockets bulging and our basements the sanc- 
tums of our silent devotions. 

“Never in the history of merchandising did we need 
to study the income, the outgo and the balance sheet 
as at the present time. 

“The past year in Association circles has been un- 
usually active and filled with notable events. The 
Buffalo Convention of our National Association has 
been faithfully and comprehensively described by one 
of our delegates, and by the ex-President of the Na- 
tional body, and any further comments by your Sec- 
retary are unnecessary unless it is to emphasize the 
definite conclusions reached as reflected in the resolu- 
tions enacted as follows: 

“(1) Extension of association research through 
which to gather detailed facts about hardware retail- 
ing and determine standards as a guide to more effi- 
cient merchandising. 


“(2) Cooperate with Department of Commerce, 
Chamber of Commerce of the United States, to make 
distribution more scientific and economical. 


“(3) Extension of field service by state associa- 
tions. 

“(4) Organization of group meetings through which 
merchants may study their local problems. 

“(5) Constructive educational programs for state 
conventions and definite conclusions and action on 
matters discussed. 

“(6) Continuance of the association’s aggressive 
campaign against sales policies unfair to local mer- 
chants. 

“(7) Endorse the move made to apply the decimal 
system to the packing and pricing of hardware items. 

“(8) Endorse the changes that have been suggested 
to manufacturers requiring them to label their prod- 
ucts so as to show the exact capacity or weights. 

“(g) Endorsement of the Stephens Price Mainte- 
nance Bill and urge all to secure the passage of this 
law. 

“1, The adoption of a uniform system of collec- 
tion of dues, which carries with it a requirement to issue 
sight drafts on members delinquent 30 days was ap- 
proved. 

“2. Subject to approval of State Associations, the 
following merchants are to become eligible to member- 
ship in addition to regular hardware merchants: 

“Implement dealers; stoves and housefurnishings ; 
stoves and tinners ; sporting goods ; general stores with 
25 per cent hardware; small town department stores 
with regular hardware department; mill supplies and 
heavy hardware. 

3. A recommendation to State Associations for 
minimum dues of ten ($10.00) dollars. 

“4. The adoption of a code of legitimate and best 
arguments to be used in solicitation of new members. 

‘5. The organization of a Field Men’s Department, 
to be supervised by the National Field Service Man- 
ager, with regular meetings. Also recommendation to 
State Associations to employ field men for strictly 
association service. 

“6. The adoption of a standard plan for stock and 
store arrangement and a uniform compensation for 
special plans and service of field men, when called to 
make plans. Also fixing compensation of field men 
when called for inspection, accounting or any other 
line of special service. 

“7. The statement of objectives, methods, arrange- 
ments securing attendance, programs and entertain- 
ment at local group meetings held under the supervi- 
sion of the officers of the State Association. 

“8. The adoption of a model for a State Convention 
program. 

“9. The adoption of forms to be used in reporting 
to the National office various departments of work in 
the State Association offices. 

“to. The presentation and adoption of a report 
requesting the National Board to create a Department 
of Insurance Supervision for the various State Hard- 
ware Mutuals. 

“The exhibit features of our Conventions have grown 
to be essential factors of these gatherings and are 
growing to be dependable sources of information and 
supply for the members, as well as valuable instructors 
in construction and operation. 

“T believe there should be something in every pro- 
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gram to get the people together in a social way. Be- 
cause after all, all that we have outlined leads up to 
the conduct of the business which forms so great a 
part of our daily life. We follow continually the daily 
round, grow old and pass from the scene. Yet before 
we leave it we grow to realize that after all there is 
something higher, finer and more precious than the 
profits, and if we do not we have missed the best part 
of the game. 

“It is that fellowship and communion with kindred 
souls, that higher life of the soul that rises above costs 
and margins, stocks and accounts, bonds and mort- 
gages. It is that fund of human intercourse with your 
fellows, that enriches your heart and intellect, and re- 
mains as a choice treasure when all other interests fade 
and fail. And that program which neglects to bring 
some opportunity for the cultivation of these highest 
impulses of the human soul is lacking in completeness 
and symmetrical development.” 

At the close of Secretary Sale’s report, the Conven- 
tion adopted resolutions recommending price reduc- 
tions to a stable basis; reduction of inventories; can- 
cellations only when absolutely necessary ; expression 
of confidence in Mardware Mutual Insurance; in- 
crease of dues to $10 per year next January ; and favor- 
ing Chicago as the city for the National Convention 
next year. 

The Convention also approved the appointment of 
a Grievance Committee to adjust differences with job- 
bers and manufacturers; and passed a resolution re- 
questing Iowa jobbers to furnish weekly price service 
at a reasonable compensation. 

Resolutions of thanks were adopted in appreciation 
of the help and courtesies rendered the delegates by 
the Des Moines Chamber of Commerce, the local job- 
bers and manufacturers, the management of Savery 
Hotel, and all who contributed to the success of the 
Convention. 

The election of officers resulted in the selection of 
the following members to serve the Association for 
the ensuing term: 

President: J. B. McCarroii of Ottumwa; 

Vice-president: C. KNutrsow of Clear Lake; 

Secretary-treasurer: A. R. Sate of Mason City. 

Lewis Hoffman and William Mueller were added 
to the Board of Directors which is continued in office 
from last year. 

One of the features of the Convention was a large 
reproduction of the seal of the State of Iowa, made 
from various articles of hardware and presented by 
the Simmons Hardware Company of St. Louis, Mis- 
souri. It was won by John Johnson and Son of Zear- 
ing, lowa. 

Brief talks were made by J. M. Campbell, ex-presi- 
dent National Retail Hardware Association, E. M. 
Healey, ex-president Iowa Retail Hardware Associa- 
tion, Miss Etta Cohn of AMERICAN ARTISAN AND 
HarDWARE Recorp, and H. C. Teller of Hardware 
Age. 

The delegates adjourned with the feeling of having 
participated in one of the most enthusiastic gatherings 
of hardware merchants ever held in the State of Iowa. 
They learned much that will be of value to them in 
the conduct of their stores. 


Veteran Hardware Dealer 


Passes Away. 

After fifty-four years of continuous activity as a 
hardware dealer, Ferdinand E. Cutler, President of 
the Cutler Hardware Company, Waterloo, lowa, passed 
away, February 2oth, at his home West Palm Beach, 
Florida, in his 77th year. 

Mr. Cutler attained a record as a business man in 
Waterloo that stands alone in length of service. He 
was in the same line of business unbrokenly for 54 
years. That is, ever since he met A. T. Weatherwax 
in Chicago in November, 1866, and the two men bought 
a stock of merchandise—groceries, hardware and 
crockery—and they opened a store in a frame one- 
story building at what is now 122 Fourth Street, East, 
Mr. Cutler handled hardware, first at retail and since 
1901 exclusively at wholesale. 

While he did not start as an exclusive hardware 
merchant—the town was too small then for specializ- 
ing—Mr. Cutler handled some hardware or was inter- 
ested in the hardware business ever since he landed in 
Waterloo in 1866 until the hour of his death. 

He had a broad vision of the future development 
of Waterloo and he played a leading role in giving that 
dream material form. He served on the city council, 
helped to organize and served for 12 years as president 
of the Waterloo Club and Board of Trade; helped to 
organize and served as the first president of the Black 
Hawk County Humane Society; helped to form the 
Universalist Church Society and for many years acted 
as the chairman of the board of trustees; served as 
president of the Iowa Retail Hardware Association 
for four years, was on the membership committee of 
the National Hardware Association for three years 
and was interested in every local movement to improve 
the city and better the condition of its people. 

Surviving relatives are Stanton Cutler, a nephew, 
and Mrs. R. A. Bacon, niece, Waterloo; Mrs. Emer- 
son Coen, niece, lives at Libertyville, Illinois, and Mrs. 
H. C. Trigg, a niece, lives at Jacksonville, Florida. 
These relatives are the surviving children of D. A. 
Cutler. Mrs. Ella Wright, Minneapolis, Minnesota, is 
a miece. 





Interior Display Supplements 
Effect of Window Exhibit. 


One of the keenest authorities on retail merchandis- 
ing declares that the drawing power of a window ex- 
hibit is often weakened and sometimes entirely neu- 
tralized by the slovenly and uninviting interior ar- 
rangement of a store. 

When a passer-by is so favorably impressed by a 
clever window display that he comes into your estab- 
lishment to buy some article of hardware which caught 
his fancy, he is likely to lose the desire to buy if your 
store is shabby and dull in appearance. 

Therefore, you ought to take as much pains with 
your interior display as you do with your window 
exhibit. 

Show your goods to the best advantage. 
your interior displays frequently. 

Make the most of bright and attractive arrange- 
ment of your stock. 


Change 
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New York State Retail Hardware Association Holds 


Its Nineteenth Annual Convention in Rochester. 


A Praiseworthy Feature of the Convention Was the Instruction 
Given by the Exhibitors to Salesmen from Local Retail Stores. 


Inasmuch as the profits of a hardware store in which 
the merchant employs sales people are dependent to 
a considerable extent upon the ability, knowledge, and 
loyalty of the employees, special attention was given 
to this subject by the 19th Annual Convention of the 
New York State Retail Hardware Association, held 
February 22, 23, 24, and 25, 1921, in the Ballroom of 
Powers Hotel, Rochester, New York. 

Preceding the sessions of the Convention a meet- 
ing of officers and directors was held Tuesday evening, 





John B. Foley, Re-elected Secretary New York State Re- 
tail Hardware Association. 


February 22d, in the Powers Hotel at which it was 
decided to recommend the appointment of a field sales 
expert to the Convention. It was decided that the 
field man would go among the members of the As- 
sociation, advising them upon store arrangements, sales 
plans, and accounting systems, working in general to 
raise their selling efficiency. 

The Convention was opened promptly at 10:00 
o'clock Wednesday morning, February 23, with sing- 
ing under the direction of Thomas A. Nimmo, of 
Saranac Lake. 

President John G. Torrence then called the Con- 
vention to order and introduced W. Roy McCanne, 
President of the Rochester Chamber of Commerce, 
who welcomed the hardware men to the city. Presi- 
dent Torrence responded and, immediately afterward, 
made his annual speech, outlining some of the early 
problems of the Association and what has been ac- 
complished through organization. The salient fea- 
tures of his address are herewith reproduced: 

“Last February when we assembled in Syracuse, it 


seemed to be the consensus of opinion, that at last we 
had arrived at the top notch or peak prices of com- 
modities in our line, as well as most all other indus- 
trial branches. for more than a year we had been 
expecting the tide to turn, but we were well along in 
our 1920 season business before it became noticeable 
in the hardware trade, and I wish to remark right here 
that it is to the everlasting credit of hardware circles, 
that we were affected the last and perhaps almost the 
least of the big retail industries of the country, em- 
phatically demonstrating to the consuming public, that 
extortion and profiteering had been almost unknown 
in our line. 

“The wise hardware man of course bought care- 
fully and cautiously according to his needs through 
the Summer and Fall, keeping his stock complete as 
far as possible and buying in small quantities, and you 
will not find many of the big scare, crash, slash, smash 
posters on the hardware fronts that are so common 
To- 
day the business horizon is rapidly clearing, though 
we are still facing many serious and complex ques- 


these days on the dry goods and clothing stores. 


tions. 

“Tt has been aptly remarked that the present so 
called unemployment at this time is not really non- 
production, but a transfer of production. Men who 
have been paid off by big industrial concerns are grad- 
ually being taken back and the balance drifting back 
to the farms and other fields of occupation. 

“Now let us always keep in mind our own responsi- 
bilities and obligations towards the general good and 
welfare, the big wheels of industry must be kept in mo- 
tion. It is not for us to join in any “buyers’ strike,” 
we must buy often and buy continually, not in the 
same volume perhaps as of old, but enough so that the 
good old machine will feel the impetus. 

“Our bins and shelves as a rule are showing big 
vacancies, the demand and need of materials and mer- 
chandise of every kind and character is bound to be 
tremendous, and that very soon. 

“The crops the past season though not bringing the 
record prices of last year, are the greatest in history, 
The distribution of wealth was never wider and al- 
though we can occasionally hear a slight grinding of 
the gears we all know, thank God, that these United 
States of ours is the soundest commercially, indus- 
trially, and financially, of any country on earth. We 
wouldn’t consider changing with any of them, so let’s 
all take off our coats, put our shoulders to the wheel 
and boost. 

“Our country has given the most astonishing evi- 
dence of industrial and commercial strength in the last 
six months ever witnessed. A dozen or more of our 
principal commodities cotton, wool, rubber, leather, the 
grains, lumber, etc., have declined in value from 
twenty-five to sixty per cent, and not one really big 
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failure has yet resulted. This shrinkage of values rep- 
resents billions of dollars. 

“The deflation necessary from war levels is not fin- 
ished, but much has been accomplished. It will be 
carried through in good shape if every one keeps level 
headed and optimistic. You know the difference be- 
tween Optimism and pessimism has been by some one 
defined like this. The optimist is the man that thinks 
he can see a glimmer of light where there is total dark- 
ness, and the pessimist is the man who comes along 
and tries to blow out that light. 

“Unqualifiedly the present basis of Federal taxa- 
tion should be changed. Our present method as we 
all must admit was a temporary structure thrown to- 
gether for war purposes, and like many other war 
facilities that have served their purpose, should be 
thrown into the discard. 

“\ change is necessary because as now applied the 
Internal Revenue Bureau can not administer the ex- 
isting taxes, the country can not thrive under them, 
and the Government can not derive money enough 
from them to pay its running expenses. Ladies and 
gentlemen, do you realize that in this country there is 
issued and outstanding tax exempt securities to the 
amount of practically $12,000,000,000 from which our 
Government receives no taxes and from which at least 
$200,000,000 could be and should be derived without 
injustice to anyone which would help out considerably. 

“The present exemption permits a large number of 
citizens to avoid paying a just proportion of their ob- 
ligations to the Government, and creates a favored 
class in this respect. By using a little discretion a mil- 
lionaire may today pay less taxes than the man who 
earns from $5,000 to $10,000 by the closest applica- 
tion. So it is plain the country can not prosper, it 
can scarcely exist under a continuance of such condi- 
tions. Let us hope that some of the great intellects in 
our country will get busy at once to devise a scientific, 
just and acceptable scheme of taxation. 

“The Clerk’s Day that we are trying out this year 
makes its initial bow tomorrow, and the success or 
* failure of the idea will be noted with much interest by 
other State Associations who have not as yet adopted 
it. The clerk of today becomes the manager and pro- 
prietor of tomorrow, and the more advantages and 
opportunities we can help them to in the formulative 
period, the better hardware men and citizens they be- 
come in after life. 

“Perhaps not all of you are aware of the tre- 
mendous amount of work that had to be shouldered by 
Secretary Foley and his able assistant, Leon DuBois, 
this year, when after Convention Hall and Annex 
spaces had been sold out complete, like a bomb from 
a clear sky, came the notice that all leases for the 
Hall were cancelled, and there was nothing to do but 
to lease Exposition Park and begin all over again, 
which these two gentlemen did without a murmur, and 
the result you will see this afternoon in the biggest 
and best exposition we have ever had. John and Leon 
are a hard pair to beat. 

“The close of this Convention ends my Presidential 
year with the Association. As has been said by former 
Presidents, ‘My duties have not been burdensome, but 
rather a pleasure,’ thanks to the tact, good sense, and 
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untiring energy of our ‘wonder’ Secretary, John 
Foley.” 

Following President Torrance’s thoughtiul review 
of business conditions, James H. Kennedy of New 
York gave an address on “Business and the Flag,” 
during the course of which he predicted that busi- 
ness would have more to say in national councils dur- 
ing the administration of President Elect Harding. 

“Mr. Harding is a practical business man himself,” 
Mr. Kennedy said, “and, therefore, has a natural sym- 
pathy for problems of business.” 

Mr. Kennedy expressed it as his opinion that the 
prospect for better business is good. He pointed out 
to the hardware men that cocperation is one of the 
determining factors which will help put business back 
upon a normal basis. 

Mr. Kennedy also spoke in behalf of the campaign 
to exterminate rats, which, he said, have caused the 
country a loss of millions of dollars a year in goods 
damaged or consumed. He urged the hardware men 
to agitate in favor of a state wide campaign of rat 
extermination, thinking that in this way, the atten- 
tion of other states would be drawn to the move- 
ment. 

Presenting thoughts and experiences of forty years 
in the hardware business, James H. Boucher of 
Rochester spoke on “Friendship in Business.” 

Mr. Boucher declared that the cultivation of friend- 
ship is one of the most important, if not the para- 
mount factor in building up and maintaining profitable 
business relations. 

While the session of the hardware convention was 
going on, the retail salesmen from local stores in 
Rochester and surrounding towns held a meeting in 
the Clubroom, Powers Hotel. One of the subjects 
discussed at the meeting was “The Boss.” 

It is greatly to the credit of the retail hardware 
merchants of New York State that practically all of 
the comments at this retail salesmen’s meeting dis- 
closed a keen appreciation of the position of the mer- 
chant, of his responsibilities, and of the general fair- 
ness which characterizes members of the Association 
in their dealings with their employees. 

Beyond question, the good will of the hardware 
merchant’s business is in the keeping of the salespeople 
who represent him in their dealings with his cus- 
tomers. 

If his relations with them are motivated by justice, 
friendliness, and a conviction of mutual interest, he 
will readily gain and hold their good will and through 
them the good ‘will of his patrons. 

Regular and frequent conferences have been found 
to be the most effectual means to establish and main- 
tain loyalty, enthusiasm, and cooperation in the sales 
force of the modern hardware store. 

No sessions were held in the afternoon during the 
convention so that the members might spend their 
time in visiting the splendid hardware exposition park. 

The annual banquet of the Association was held 
Thursday evening, February 24, in Powers Hotel. 
The presence of the ladies rendered the event more de- 
lightful than would have been the case if only the men 
themselves were present. 
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Service Is Strongest Selling Point for Washing Machines, 


Says Kusel of Watertown, Wisconsin. 


Labor Saving Features and Reliability of the Make 
Should Be Emphasized Rather Than Mere Price. 


In Watertown, Wisconsin, there is a retail hardware 
store which it is well worth while to spend a day to 
visit. 

There is an atmosphere about this store which, some- 
how or other, gives the chance visitor a feeling that if 
he buys anything there, he can be reasonably certain 
that the article will prove satisfactory. Also that if 
by some misfortune it shouldn’t turn out right, the 
trouble will be rectified to his satisfaction. 

Confidence of the customer is one of the foundation 
stones upon which the business of D. & F. Kusel Com- 
pany, Watertown, Wis- 
consin, has been built up, = =lliiilidiity 
and the owners of the 


\" 
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Mr. Kusel in the following gives some of the prin- 
cipal features of the selling campaign by which the 
Company has built up such a big business on these 
very useful appliances: 

“When we first considered the matter of going after 
this business, it was a question with us as to whether 
we should carry more than one make. In some ways, 
it looked reasonable that by handling several makes 
we might be able to interest more people, as some 
women might have taken a fancy to some other line 
because of the advertising she had read in the con- 

sumer magazines. 

“But we soon decided 
=> that even if that were the 
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store will go to any length 
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GOOD RULES TO FOLLOW 


to retain and strengthen — 4, Select a good line of Washers and 
the confidence that their 2 stick to that one make. 
customers have in them. E. sila 
ile = 2. Constant advertising by means of 
Service is another foun- = , “a 
= show windows, newspapers, indi- 
dation stone that has had = , ‘ ‘ 
= vidual folders, moving picture 
much to do with the de- = , 
= slides, etc. 
velopment of the really = ; 
big and successful busi- _ 3- Ample space for display of Washers 
ness which they have built = in store and all machines in perfect 
up in a city which is only = order for demonstrations. 
an hour and a half’s ride — 4, After the sale has been made, 
from Milwaukee, with its _ help the customer with the first 
exceptionally fine retail — washing (more if necessary), so as 
hardware stores, and only = to get her thoroughly acquainted 
24 hours’ freight time — with all parts of the machine and 
from Chicago, with its big = its operation. 
retail mail order houses. = «5. Prompt attention to all complaints. 
The people in and ‘ haa 
Have repair man visit all custom- 


around Watertown know 
that whatever Kusel’s say 
can be depended upon, and 
they know that if there 
should be need for repair- 
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ers once a year at least, whether 
called for or not, so as to make 
sure that machine is working satis- 
factorily. 
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case, we couldn’t afford 
to carry samples of all 
the lines that were adver- 
tised in this manner, and 
so we picked out one 
manufacturer whose 
range of styles was wide 
enough to enable us to 
satisfy the different de- 
sires of our customers. 

“There are some who 
will buy only a_ hand 
washing machine, and we 
carry a fair assortment of 
this style. 

“Then there is the farm 
wife who can make use 
of a washing machine 
operated by _ gasoline 
motor, and we have some 
of that kind. 

“Another group can 
use a water driven ma- 
chine, and we can fill this 
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ing or putting into good 
working order any article 
bought from Kusel’s, such 
rendered. 

One of the most successful departments of the 
hardware store of D. and F. Kusel Company is that 
of Washing Machines, and the success of this depart- 
ment has been achieved by adhering to the principles 
which govern the other departments. No special 
schemes, nor special price inducements are employed— 
just the plain argument of service, coupled of course 
with that of the high quality of the washing machines 
the Company sells. 

Incidentally, it is worth while to note that although 
the Company sells a large number of washing ma- 
chines, only one line is carried in stock—that of Voss 
Brothers Manufacturing Company, Davenport, Iowa. 


service will be promptly 


Whi 


demand. 

“Last but not least, 
there is the electric washing machine, which is fast 
becoming the big seller because of its many exclusive 
features, such as noiseless mechanism, ease of opera- 
toin, the fact that one can place it almost any place 
where connection can be obtained with the electric 
current, etc. 

“Take for example, the Voss Triple Tub Washer, 
of which we sell quite a quantity. This machine comes 
in both electric and gasoline motor driven styles. 

“Here we have a fine talking point in the fact that 
the housewife does not have to lift any water into 
the washer or the other tubs, nor does she have to lift 
or tilt the heavy tubs filled with water, to empty 
them, for there is not only a common filling hose pro- 
vided, but also a common drain through which the 
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dirty water is drained directly to the floor. 
“Furthermore, this machine is equipped with a 
double wringer control by which the housewife can 
control the speed and movement of the wringer by 
foot pressure, so that she has both hands free to ar- 
range and feed the clothes into the wringer—which is 
almost a sure guarantee against broken buttons or tears. 
“With regard to price—that is a matter which we 
usually leave to the last, for we recognize that once a 
woman has become really interested in some particular 
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The Voss Triple Tub Washer 
is Self-Draining 


All three tabs draio through a common drain, carrying the 
water direct to the fluor. The housewife who Is fortunate enoegh 
to possess one of these most complete outfits Is to be envied. 
Wash day Is just the seme as any other dep when « Voss Triple 
Tub Washer is ip the home. The VOSS Double Wringer Con- 

trot allows the operator to control the speed and movement of 

{ the wringer by foot pressure, leaving both hands free to arrange 
| clothes for the wringer—e guaranter sgalast brokes or tore off 
battone. 


| Self-Draining Machives— Power $91, Elect. $136 






) | furnished with 
“| either Peg, Va- 


cuum or Disc 





| 
Power $65 | 


Short Plattorm Washer. Electric $124. Power $79 ma 
FREE weirs tcctars Siu such crane tirvasts hromarios. FREE | 
— 











Front Page Advertisement of D. & F. Kusel Company’s 
Monthly Eight-Page Folder. Showing Three 
Styles of Voss Washers. 


style of washing machine, because of the special ad- 
vantages it offers, she can usually be persuaded to pay 
the set price, even though it may be a little more than 
she at first had expected to pay. 

“Our chief selling argument for Voss Washers 
is the fact that they relieve the housewife of almost 
all the hard drudgery that used to be the bugbear of 
Wash Day; we also emphasize the easy manner in 
which all Voss Washers are operated, how few parts 
there are to get out of order, and in this connection 
bear strongly on our Repair and Service Department, 
a representative of which—a thorough washing ma- 











Your attention is directed to 
an exclusive feature of AMERICAN 
Artisan AND Harpware Recorp. 
It has the distinction of being 
the only publication which 
gives Western hardware and 
metal prices corrected weekly. 
: You will find these prices on 
5 pages 64 to 69 inclusive. 
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chine mechanic—visits all of our customers at least 
once a year to make sure that every machine is operat- 
ing absolutely satisfactorily to the owner. 


“When a washing machine is sold, we usually have 
one of our experts at the house when the first wash- 
ing is to be done, so as to get the ‘lady of the house,’ 
or her ‘wash lady’ thoroughly acquainted with all parts 
of the machine and its mechanism. This prevents a 
great many complaints from being made because the 
reason for the complaint is obviated. 

“Summarizing, we might be said to follow these 
principles in the conduct of our washing machine de- 
partment: 

“1. Selection of a good line of washers and stick- 
ing to this one make. 

“2. Constant advertising in our monthly folders, 
newspapers, moving picture shows, and display win- 
dows, following up all prospects in the personal letters 
and other advertising matter, both of our own and 
of the manufacturers’. 

“3. Giving ample space on our floor for the display 
of all the different styles, and having them in per- 
fect running order for demonstrations. 

“4. After the machine is sold, we help our cus- 
tomer with one (or more if necessary) washing, to get 
them thoroughly acquainted with all parts of the ma- 
chine and its mechanism. 

“s. Prompt attention to all complaints. 

“6. Having our repair man visit all who bought 
our machines, at least once a year, whether we hear 
from them or not, to see if they are operating satis- 
factorily. 

“In other words, we do not stop when a machine is 
sold but see that our customer is kept satisfied in using 
the machine.” 

It is interesting to note in this connection that D. and 
F. Kusel Company have been constant and consistent 
advertisers for many years. In fact, the date line of 
their current monthly folder bears the index of Volume 
10, Number 1. 

Surely, this is about as good proof of the value of 
regular advertising as any one could ask, for this 
Company which is thoroughly organized by depart- 
ments and keeps close track of its expenses and cost of 
doing business would not be spending several thousand 
dollars a year for advertising if it did not pay them— 
in dollars and cents profit. 





Trade Opportunities in 
Foreign Lands. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 
ber as given herewith: 


34442—A mercantile distributing company in Canada de- 
sires to secure an agency for the sale of cutlery, fishing tackle, 
sporting goods, and electrical specialties. Reference. 
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Good Ideas for Window Display 


Practical Lessons from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 
How to Get More Passers-By to Come into Your Store. 





WINDOW DISPLAY MAKES GOOD 
USE OF WISE BIRD. 


For some unaccountable reason, the owl is the sym- 
bol of wisdom. It may be because he has sense enough 
to keep out of the revealing glare of the sunlight and 
transact his affairs in the friendly shadows of night. 

At any rate, it does not require elaborate text to 
make use of the owl as a suggestion of sage counsel. 

Anyone passing the exhibit of holiday goods shown 
in the accompanying illustration, and arranged for 
Petersen Brothers, Incorporated, Brooklyn, New York, 
by Miss Edna L. Jenison, would be sure instantly to 


and in the hanging baskets on either side of the rear 
a few artificial geraniums and sprays of a runming vine 
added a pleasing touch of color. 

“Oak pedestals and glass shelves formed the setting 
for the percolators and double boiler ; while other items 
such as food choppers, electric irons, etc., were dis- 
played on top of their boxes, the boxes having been 
wrapped with holly paper and tied with red ribbon. 

“The aluminum ware, pyrex, carving sets, waffle 
irons, etc., were laid around in the snow on the floor 
of the window.” 

The returns from this window display were gratify- 
The company sold more than the usual quanti- 


ing. 








Window Exhibit of Holiday Goods Designed and Arranged by Miss Edna L. Jenison, for Petersen Brothers, Incor- 
porated, 7905-7 Third Avenue, Brooklyn, New York. 


perceive the owl in the window as a symbol of wisdom. 

That is why Miss Jenison who arranged this clever 
exhibit keyed her text to the owl with the words: 
“Wise ones give useful gifts.” 

She describes the arrangement as follows: 

“The floor of the window was covered with cotton 
and sprinkled with artificial snow which sparkled very 
prettily. 

“In the center at the back was a cylinder made of 
heavy cardboard covered with imitation bark paper to 
represent a tree and on a small branch of this tree was 
perched an owl which was made of cardboard covered 
with dark brown crepe paper with touches of black 
on the feathers. 

“The eyes of the owl were transparent, the card- 
board being cut out and yellow tissue paper pasted on 
the back over the openings. 

“The head of the owl was so placed against the trunk 
of the tree a small portion of which was cut away 
behind the eyes that an electric wink-a-lite socket be- 
ing placed inside the tree gave the effect of the owl 
opening and closing his eyes. 

“The trunk of the tree was lettered in red and out- 
lined in white ‘Wise ones give useful gifts.’ 

“The rest of the decorations were red poinsettias 


-we possibly can. 


This, 
exhibit, 


ties of the various goods shown in the window. 
of course, is the real test of any window 


namely, more sales, more profits. 





Winner of First Prize Gives 
Ideas on Window Display. 
To AMERICAN ARTISAN AND HARDWARE REcorD: 

It was with much surprise and gratification that I 
received your check for $50.00 as first prize in your 
window display contest. esteem this a great honor 
and appreciate the distinction of winning first prize as 
well as receiving the check for which I heartily thank 
you. 

Merchandise well displayed attracts attention and 
we consider it good business to change our window 
displays frequently and to make them as attractive as 
In order to do this I work in close 
cooperation with the manager of each department and 
with the advertising manager of our big store. 

It is a regrettable fact that more merchants do not 
appreciate the value of good displays. Goods well dis- 
played attract attention, which developes into desire 
and finally terminates in a sale. It is a recognized fact 
that display windows are the most highly prized ad- 
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vertising medium, barring none, not even the Saturday 
Evening Post and the Ladies’ Home Journal, there- 
fore no merchants can afford to neglect an advertising 
medium that is as far-reaching in its results as a well 
decorated window. 

Any money spent on windows is well spent and mer- 
chants should not feel that this is money thrown away. 
An occasional new drape, foliage or spring flowers add 
a touch of color and cause the passers-by to pause and 
inspect the arrangement. 

Merchandise suggesting the future use to which it 
may be put is a most satisfactory way of decorating a 
window, as for instance, a model kitchen, showing 
stove, refrigerator, kitchen cabinet, tables, fireless 
cooker and many useful pieces of aluminum or enamel 
ware. 

What could be more inviting on a hot summer day 
than a restful window portraying a cool beach and 
decorated with bathing suits, auto lunch kits, vacuum 
bottles and other summer comforts? 

As every season and each passing day suggests new 
ideas it is not a difficult matter to find appropriate 
decorations for windows, and merchants should not 
neglect splendid opportunities which bring them such 
good returns. 

I am greatly interested in new ideas and in producing 
good window displays that hold the attention and pro- 
duce results so that every minute I can spare from 
my duties as manager of the cutlery department is 
spent in evolving new ideas for my windows. 

Again thanking you for the honor that you have 
bestowed upon me and assuring you of my hearty 
cooperation, I am, 

Yours cordially, 
Orto J. Gress, 

Window Trimmer, Bunting Hardware Company. 

Kansas City, Missouri, February 21, 1921. 





Enameled Ware Manufacturers 
Offer Prizes for Sales. 


The contest which the Associated Manufacturers of 
Enameled Ware recently announced *for all girls in 
the housefurnishing departments of department and 
hardware stores has been extended. It will close April 
I, 1921, instead of March 1. 

There are ten cash prizes, from $50 to $5, for the 
best essays or letters on the subject “How to Sell 
Enameled Ware.” These essays are not to be longer 
than 1,000 words, 500 words being preferred and fewer 
words being acceptable if the ideas can be told in less. 
The ideas count more than the language. The judges 
are Anna Ogden, nationally known domestic science 
expert and formerly household editor of Harper’s 
Bazar, and Frederick S. Hogg, manager of the house- 
furnishing department of Gimbel’s, New York. All 
essays received on or before April 1 are eligible. 

These essays, it is expected, will be published in an 
illustrated book on the best methods of selling enam- 
eled ware which will be distributed to all sales people 
handling the ware. 

Any dealer, manager or sales person desiring full 
information and copies of booklets on how to sell 
enameled ware will receive them promptly by writing 


to the Service Department, Associated Manufacturers 
of Enameled Ware, 46 Cedar Street, New York. 





Argues Against Restrictive 
Firearms Legislation. 
To AMERICAN ARTISAN AND HARDWARE RECORD: 

We believe that a great deal of good can be done 
in magazines such as yours, by pointing out some of 
the fallacies of the arguments in favor of restrictive 
firearms legislation. 

We hear of very little crime in the small communi- 
ties. Large cities act as a maget, drawing all ‘sorts of 
people, and most of our incoming foreign unnatural- 
ized element gravitate to these centers and it is in these 
large cities that crime predominates, because they offer 
more lucrative fields of operations for the professional 
crook, while at the same time, by reason of dense 
population, the professional lawless are able to hide 
their identity more effectually. 

The point, outside of all reasonable argument, is 
that these lawless professionals in changing their field 


of operations and moving from one city to another, 


take their tools along with them, whether it be a gun, 
billy, knife or piece of lead pipe. 


Now, the logical solution is to meet any force with 


a similar force, and we believe that increased crime 
should be met with increased vigilance, and increased 
rigid convictions. 

In New York State where the Sullivan Law is opera- 
tive, crime has increased each year, and this during 
peace times. We have read several items in New 
York papers where criminals, bailed out by profes- 
sional bondsmen, while on parole were re-arrested in 
connection with similar crimes for which they were 
first apprehended. 

We would state in this connection, the Sullivan Law 
is not at all popular in New York State, and already 
there are three bills in the Legislature there to repeal 
it. Incidentally we would mention that in Texas, 
where a restrictive firearms law has been in operation. 
for several years, we are advised that the present Leg- 
islature has just passed a repealing act. 

In these two cases it proves that these laws work 
to the increasing detriment of the state in promoting 
crime instead of reducing it. 

This country entered the war to make the world 
safe for democracy, but these firearms bills would 
make the crooks’ profession safe for the crook, and 
it would appear from some of the bills which are being 
introduced that the law-abiding citizens, whom our 
Government always look to in times of stress, are be- 
ing discriminated against, and to a more or less extent 
forsaken by the very powers that should back them 
up. 

Very truly yours, 
FranxK I. CLARK. 
Iver Johnson’s Arm & Cycle Works. 
Fitchburg, Massachusetts, February 21, 1921. 





In selling goods it is of importance that the clerk 
should know what to say, but it is of as great impor- 
tance that he should know when and how to say it. 
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Sales Promotion Is Dominant Idea in Convention 


of South Dakota 


Retail Hardware Association. 


Bookkeeping, Credits, Collections, Salesmanship, and 
Persistent Advertising Are the Main Factors of Profit. 


With every inch of available space in the commodi- 
ous Coliseum occupied by one of the most artistic 
displays of hardware and allied lines ever exhibited 
in the state, the formal opening of the annual conven- 
tion of the South Dakota Retail Hardware Associa- 
tion took place at 9:00 o'clock Wednesday morning, 
February 22, in Sioux Falls, South Dakota. 

The first day of the convention was devoted to 
visiting the hardware exposition and to a general get- 
together with the state officers, members and ex- 
hibitors. 

In the afternoon a patri- 
otic program was carried out 
beginning with an invoca- 
tion by the Reverend L. 
Wendell Fiffield, Pastor of 
the Congregational Church, 
who also gave an appropri- 
ate patriotic address which 
was followed by community 
singing under the leadership 
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of the well-known local 
vocalist, W. Herbert Rob- = 
erts, accompanied by Miss 


Tensie Nelson as pianist. 

At the conclusion of the 
patriotic exercises members 
of the Women’s Auxiliary 
served refreshments. 

The first regular session 
of the convention began 
Wednesday, February 23, at 
10:00 o'clock with commu- 
nity singing under the leader- 
ship of W. Herbert Roberts. 

After an invocation by the 
Reverend L. Wendell Fif- 
field, Pastor of the Congre- 
gational Church, President 
R. O. Bacon delivered his address to the convention 
in which he reviewed the activities of the association 
and made many practical and helpful suggestions to 
the members for the improvement of their business 
during the coming year. The chief paragraphs of his 
address are as follows: 

“The past few years any one with money and a place 
to store goods could make money. The place we are 
in now is very different, and if we succeed we are 
going to need every available assistance and informa- 
tion. 

“At such a time as this our own State Hardware 
Association, organized as it is at present, can render 
to you information and assistance that is invaluable, 
providing, of course, that you make use of your op- 
portunity and use it. 

“The past few years of easy money and lax credit 
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other lines. 
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UMAN NEEDS have not 
changed. People require food, 
shelter and raiment in dull times 
as well as in prosperous days. The 
things essential to life may be 
bought in slightly less quantity and 
quality in dull times. But the de- 
mand constantly exists. 


This is the solid basis upon which 
intelligent hardware dealers can 
build profitable selling campaigns. 
President R. O. Bacon, of the 
South Dakota Retail Hardware 
Association advises dealers to 
make a selling campaign of differ- 
ent lines for a short time each, in 
which the effort of the entire store 
is concentrated on the one line. 


This will make sales in the line 
which is being pushed and will 
bring satisfactory business in 
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have caused many of us to extend too liberal credit, 
and the fall in price of farm products has put many 
of our good credit customers in position where it is 
impossible to pay their bills as they should. Because 
of this condition the capital needed to finance business 
for the coming year is standing out, and it is going 
to take careful management to keep sufficient stock 
on hand to take care of our regular trade and keep 
our credit where it should be. 

“Buying is going to be another big feature of our 
business for 1921. The past few years of good busi- 
ness most any thing you 
bought would sell and the 
advance in price made you 
money. Buying this year 
will be a job worth watching 
closely. There will be sell- 
ing campaigns put on by 
factories and distributors in 
all lines of goods, and we 
hope they will be at prices 
that will look good to us, but 
the buyer will have to keep 
in mind the fact that busi- 
ness is slowing up and that 
his trade is looking for lower 
prices, and anything bought 
that will not sell readily will 
mean a loss. In other words 
it is more safe to buy short 
than long. 

“Every store no matter 
how small should have a 
well planned system—a sys- 
tem of stock arrangements 
whereby all goods of a simi- 
lar kind are together, well 
and plainly 

marked, a system of store 
management where each man knows the work he is to 
do and sees that it is done right. 

“You should have a system of bookkeeping that will 
tell you every night just what you and the insurance 
company would want to know in case of fire. This 
may seem to some like a very big job, but with the 
right blanks or system of daily record, it is a matter 
of only Io to 15 minutes a day. 

“During 1921 it will be necessary to use different 
selling methods than for the past few years. Every 
one will be out after the business and the man who 
waits will be busier waiting than doing business. 

“Make a selling campaign of different lines for a 
short time each, in which the effort of your entire 
store is concentrated on the one line. You will find 
this will make sales in the line you are pushing and 
carries with it the fact that you are awake and hustling, 
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which will bring business in other lines. 

“Nothing is more essential in a selling campaign 
than advertising, either by the local paper, circular let- 
ters, special window displays, etc., and the store lo- 
cated where there is business to get, that uses all of 
these methods working together is going to get some 
business this year. 

“Tt is always hard to say just how far a certain 
kind of advertising goes, but I am a firm believer in 
using two, or better yet 3, kinds of advertising for the 
same thing and at the same time. 

“T do not believe it possible to render the right serv- 
ice in your community, or to do the right volume of 
business and do strictly a cash business, but I do be- 
lieve it necessary for success that you have backbone 





Roberts, Re-elected Secretary, South Dakota Retail 
Hardware Association. 


H. O. 


enough to say to one man his credit is good for 30 
days and to another he must pay cash. 

“This will lose some business at the time, but the 
man you turn down will later come back and spend 
cash with you, while if he gets an account and fails 
to pay, you lose the account and your competitor gets 
his cash business. 

“Collections would be much easier as a rule, if more 
care was used in granting credits and if there was a 
definite time of payment set at time of sale. 

“The past year has been unusual as to this, as ow- 
ing to the falling prices, many of your regular good 
credit customers have been unable to pay. Some of 
them could be made to pay by selling them out, but in 
my mind if your customer is right you injure yourself 
and your community, under the present financial situ- 
ation, if you do not make every effort to help him out. 
This is another place where we must use judgment as 
to whom we are dealing with. 

“Tt is not money, but the love of money that is the 
root of all evil, and profit will never hurt any business, 
but the desire for profit above all other things will be 
an evil. 

“T believe in and get a good profit, often losing bills 


of goods on which I have figured, as I believe it wiser 
in mosts cases to let a competitor have a bill figured 
below a living profit, and devote the same energy to 
trying to sell something that carries a profit. 

“The laborer is worthy of his hire, and if you serve 
your community well, by keeping the goods they want 
when they need them, then you are justly entitled to 
your profit. 

“In visiting with merchants over the state this past 
summer, I have been asked: ‘What can the Hardware 
Association do for me?’ 

“It can really do very little, more than to save you 
some money on fire insurance, unless you put some- 
thing into it. Take a little time off from your store 
and put some time into absorbing the good ideas that 
come from the Minneapolis office and attend the con- 
ventions. Many times a single idea picked up at a 
convention will bring many dollars into your cash 
drawer. 

“Without doubt our hardware show this year is bet- 
ter and bigger than last. In fact it is second to none 
but the Minnesota show. 

“The booths are well arranged and decorated. They 
are manned with salesmen and special factory men sent 
here to educate and help you as well as sell you goods. 

.““Let the salesman show you the good features. 
Whether you buy the line or not he will no doubt show 
you some things that will help you sell the line you 
carry, and the salesman will appreciate the courtesy. 

“Remember this, a good salesman is an educator and 
a distributor of enthusiasm, and you must have both 
education and enthusiasm in your store. Here at the 
Convention is a good place to get a liberal supply of 
both.” 


Hurts Sale of Tires. 

That the tire business as a whole has been injured 
by the misleading advertising of cut-price dealers in 
selling rebuilt tires and so-called “factory seconds,” is 
the conclusion reached in a bulletin just published by 
the National Vigilance Committee of the Associated 
Advertising Clubs, based on that committee’s investi- 
gations. 

“There is no objection to reconstructed, rebuilt, or 
to ‘second’ tires as such. There is a legitimate market 
for them,” says the committee in commenting upon 
facts in its bulletin. 

“Instead of giving the complete facts, which would 
clearly show the true character of the tires offered for 
sale, irresponsible dealers either intentionally leave 
them out or so subordinate them that a misleading im- 
pression is produced. 

“Manufacturers have been somewhat to blame for 
the loose use of the word ‘seconds’ due to the fact 
that some of them have sold surplus stocks or discon- 
tinued lines to dealers and allowed them to call these 
tires ‘seconds’ because of ‘blemishes,’ ‘change of color,’ 
‘change of tread’ or ‘overproduction.’ A ‘second’ actu- 
ally belongs to a class of tires which is defective and 
this definition should be maintained firmly. 

“Rebuilt tires are commonly called ‘double treads,’ 
which leads the reader to infer that he is getting a tire 
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with an extra thickness of tread instead of a second- 
hand tire re-made by cutting two old worn casings and 
sewing together the less worn parts,” the committee 
states. 

“The censorship practiced by some publications 
forces advertisers to specify that such tires are re- 
built or reconstructed but these publications are not 
sufficiently great in number to check the abuse which 
is widespread. 

“Guarantees of exceptional mileage are invariably 
made for rebuilt and ‘second’ tires but these are merely 
the dealers’ own promises and are misleading because 
he simply offers to replace any tire which does not 
give the specified mileage with another tire of the same 
sort at half price. This sounds fair but experience 
has proved it to be otherwise. Elementary arithmetic 
will show the cost of mileage upon such a basis to be 
enormous if the tires blow up in a few hundred miles, 
which they often do. 

“Comparing the price of rebuilt or ‘second’ tires 
with the price of standard first quality tires of known 
and meritorious makes is another common and decep- 
tive practice which many dealers follow,” the commit- 
tee reports. 

It contends that, “It is falsehood to claim that rebuilt 
or ‘second’ tires are selling at large reductions from 
list price for the reason that such tires have no list 
price and have never had one. They sell for whatever 
they will bring and generally that is every bit of what 
they are worth in the market.” 

“Dealers or jobbers who are desirous of conducting 
their business on honest lines can set an example which 
will be effective by stating frankly, and without ex- 
travagant phrases, what they have to sell, abandoning 
use of the deceptive ‘list price’ comparison, claims of 
enormous savings, false descriptions of ‘seconds’ and 
misleading ‘$1 Sales’ or ‘Bargain Offerings’.” 





Assigns United States Patent 
Rights for Spark Plugs. 

Under numbers 1,358,828 and 1,358,882, United 
States patent rights have been secured by Albert 
Schmidt, Flint, Michigan, assignor to the Champion 
Ignition Company, Fiint, Michigan, a Corporation of 
Michigan, for the spark plugs described in the follow- 
ing paragraphs: 

In a spark plug of the class de- 
scribed, a hollow metallic-shell or 
casing interiorly threaded at its up- 
per end and having an _ internal 
downwardly inclined ledge below 
said threaded portion; an insulator 
arranged within said shell and hav- 
ing a lower shoulder inclined sim- 
ilarly to and adapted to overlie said 
ledge, and an upper inclined shoul- 
der adjacent the lower end of the 
interiorly threaded portion of said shell; an annular 
metallic follower located within said shell and above 
the upper of the shoulders of said insulator and the 
under side of which is inclined similarly to said upper 
shoulder and the upper surface of which follower is 
in a plane substantially at right angles to the axis of 
the plug; an exteriorly threaded gland in threaded en- 
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gagement with the threaded portion aforesaid of said 
shell, and the lower end of which gland is reduced in 
size so as to provide a narrow annular area of contact 
between said lower end and the upper surface of said 
follower ; and a gasket between the ledge aforesaid and 
the lower of the shoulders of said 
insulator. 

A spark plug comprising a shell, 
an insulator supported within said 
shell, a central electrode supported 
in said insulator and projecting 
therebeyond to form a lower spark- 
ing point and an upper electrical 
terminal, and a tube of mica ex- 
tending beyond the upper end of 
said insulator and covering said up- 
per electrical terminal. 








"Coming Conventions. 


Master Sheet Metal Contractors’ Association of Wis- 
consin, Builders and Traders Exchange, Milwaukee, Wis- 
consin, March 17 and 18, 1921. C. W. Pansch, Secretary, 
Ontario and Bridge Streets, Racine, Wisconsin. 

Iowa Sheet Metal Contractors’ Association, Savery 
Hotel, Des Moines, lowa, March 23, 1921. R. E. Pauley, 
Secretary, Mason City, lowa. 

Sheet Metal Contractors’ As§ociation of Illinois, Quincy, 
Illinois, April 6 and 7, 1921. Frank I. Eynatten, Secretary, 
1317 South Washington street, Peoria, Illinois. 

National Warm Air Heating and Ventilating Association, 
Cleveland, Ohio, May 23 and 24, 1921. Allen W. Williams, 
Secretary, Columbia Building, Columbus, Ohio. 

Western Warm Air Furnace and Supply Association, 
Sioux City, lowa, May, 1921. John M. Hussie, Secretary, 
Omaha, Nebraska. 

Panhandle Hardware and Implement Association, Am- 
arillo, Texas, May 8, 9 and 10, 1921. C. L. Thompson, Sec- 
retary-Treasurer, Canyon, Texas. 

Hardware Association of the Carolinas, Charlotte, North 
Carolina, May 10, 11, 12 and 13, 1921. T. W. Dixon, Secre- 
tary-Treasurer, Charlotte, North Carolina. 

Southeastern Retail Hardware and Implement Associa- 
tion (composed of Alabama, Florida, Georgia and Tennes- 
see), Atlanta, Georgia, May 17, 18, 19 and 20, 1921. Walter 
Harlan, Secretary, 701 Grand Theater Building, Atlanta, 
Georgia. 

Mississippi Retail Hardware and Implement Association, 
Great Southern Hotel, Gulfport, Mississippi, June 14, 15, and 
16, 1921. E. R. Gross, Secretary, Agricultural College, Mis- 
sissippi. 

Sheet Metal Contractors’ Association of Ohio, Hotel 
Gibbons, Dayton, Ohio, July 19, 20, and 21, 1920. William 
J. Kaiser. Secretary, 123 East Chestnut Street, Columbus. 


Ohio. 





Retail Hardware Doings. 


Arkansas. 
R. R. Strong has sold his hardware store at Ozark to 
Carl Strange. 
Towa. 
Anton Larson purchased the hardware business of J. A. 
Sutton at Plymouth. 
Mich ‘gan. 
Hutchinson Hardware and Implement Company has been 
incorporated with a capital stock of $20,000 at Fennville. 
Minnesota. 
James Lhotka bought ‘a hardware store at Nird Island. 
C. S. Johnston and Company have bought the Westlander 
Hardware store at Taylors Falls. 
Netraska 
A. C. Ingram has sold his hardware store at Blooming- 


ton to George W. Green. 

C. A. Jack, who has been for many years engaged in 
the hardware business at Tekamah, has retired. His two 
sons, Charley and Arthur Jack, will continue the business. 

Texas. 

Redland Hardware, Implement and Furniture Company 
has been incorporated with a capital of $20,000 at San Augus- 
tine by C. J. Childers, C. H. Le Criox, and I. L. Miller. 

Archer Coffey Hardware Company has increased 
capital from $10,500 to $25,000. 


its 
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Advertising Help and Comment 


Send Us Copies of Your Advertisements. 


Let Us Help 


You Get. Bigger Results by Advice and Suggestions. The 
Don’t Hesitate to Take Advantage of It. 


Service Is Free. 


Without expressing opinion as 
to the truth or lack of truth in the 
cynical saying, “the way to a man’s 
heart is through his stomach,” one 
must admit that it has many be- 
lievers. 

It is doubtful whether or not a 





Very few women outside the 
meek peasant type can resist the 
persuasion of an advertisement 
which offers them a means for man- 
aging men, 

This is an excellent bit of copy 
and it merits unstinted praise. 





favor of 


no small item. 





E € $EED him right and you can ma him!” 
Yes, when a man is properly look 
that respect, “he nover cares to wander from 

his owp fircside!’’ Now, that is the big argument in 


The Red Cross Range 


Every time a householder throws the old kitchen 
stove into the junk pile, and puts in this modern 
kitchen range, a transformation takes place in the 
kitchen. It is no trouble to produce good things to 
eat with this wonderful range, and the fuel saving is 


KINGSLEY THE sTove MAN 


after in 





358 COLUMBIA STREET 








novel would have much sale if its 
central theme were this purely ma- 
terialistic view of love. 

On the other hand, however, an 
advertisement of kitchen ranges 
may conceivably derive much at- 
tention from a modified use of the 
cynical saying. 

Kingsley, the Stove Man, makes 
clever use of it in the advertise- 
ment reproduced herewith from the 
Utica Herald Dispatch, Utica, New 
York. 

Particularly, since women have 
been granted full suffrage, there ap- 
pears to have developed a desire on 
their part to exercise their sovereign 
citizenship not only at the polls but 
in the home. 

Insofar as a mere man can get 
at the general feminine opinion, it 
seems that confidentially in their 
exclusive conclaves women discuss 
methods for managing men. 

Kingsley, the Stove Man, seems 
to be keenly aware of this and em- 
ploys it to excellent advantage in 
the advertisement under considera- 
tion. 

Naturally, his appeal is directed 
to the women folk. 

In 999 cases out of every 1,000, 
they do the buying of stoves and 
ranges. 


The advertisement of G. E. Fitz- 
gerald as it appears in the Moon 
Journal, Battle Creek; Michigan, 
was two columns wide by two 
inches deep. 

It had plenty of white space for 
emphasis and conveyed with ease 
the message of radiator repairing. 

An advertisement of this sort is 
certain to bring business. 





RADIATOR REPAIRING 
Cold weather has a tendency to be bard on Automobile 


Radiators. If such is the case with your car we can quickly 
repair it, no thatter what make it might be. 


RADIATOR RECORING A SPECIALTY WITH US. 


G. E. FITZGERALD 


97 West Main St. 
Hardware and Sheet Metal Work. 











It tells all that needs to be told 
and, if followed by similar copy at 
regular intervals, is sure to familiar- 
ize automobile owners with the fact 
that C. E. Fitzgerald is prepared to 
do radiator repair work and radi- 
ator recoring. 

* * : 

In relation to the size of the type 
in the remaining part of the copy 
the word “investigate” at the top of 
the advertisement of Reliable Fur- 
nace Company, reproduced here- 
with from the Jndianapolis Star, 
Indianapolis, Indiana, is such as to 
‘command notice. 

One’s curiosity is aroused in all 


circumstances by being asked to in- 
vestigate. 


— 


Investigate 
The “Reliable” Furnace 


Before Placing Your Order. 
Our prices on new furnaces, furnacs 
repairs, house tinning and sheet 
metal work will save you money 


Reliable Furnace Co. 
822 W. F’fteenth St. Main 7ef2, 


—— — 




















Naturally one wishes to know 
what one is asked to investigate. 

The tendency then is to read on. 

The text of this advertise- 
ment is so brief that practically 
everyone whose attention is arrest- 
ed by the big type of the word “In- 
vestigate” will read the rest of the 
advertisement. 

Though the space is small, it is 
exploited to the utmost. 

* a + 


Praise is due to the advertisement 
of the Senour Hardware Company, 
which is reproduced herewith ftom 
the Tampa Daily Times, Tampa, 
Florida. 





ies 
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Oil Heaters 


“Perfection” 
The best and most reliable heater on the market 


“Perfection” Patent Burner Doubles Heat, 
Saves Oil. 

No 520—Small size, nickle finish. .. $7.50 

No 525—Large size, black enamel __. $8.00 

No 530—Large size, nickle finish. $9.00 

No. 630—Large size, blue enamel $11.00 

PLENTY OF COLD SNAPS COMING! 
Buy now and be prepared. Phone—We Deliver 

Phone, 4064. 


Senour Hardware Company 


Seventh Avenue, Corner Twenty-Second Street. 











The emphasis is properly placed, 
namely, upon the goods advertised 
and the name of the company. 

The illustration is adequate to the 
purposes of the copy. 

There is just enough of selling 
appeal in the lines “Plenty of Cold 
Snaps Coming,” particularly be- 
cause it is placed below the state- 
ment of sizes and prices. 


oe 
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Warm Air Heating and Ventilating 


Better Installations. 


How to Sell More Warm Air Heaters. 


Reports of Progress in Warm Air Heater Research Work. 


Ventilating Factories, 


Garages, 


Theaters, and Houses. 





TESTS ON THE INFILTRATION 
OF AIR IN BUILDINGS. 

A progress report upon tests that are being carried 
out jointly by the United States Bureau of Mines and 
the Research Bureau of the American Society of Heat- 
ing and Ventilating Engineers is given by O. W. Arm- 
spach of Pittsburgh in the January, 1921, issue of the 
Journal of the American Society of Heating and Venti- 
lating Engineers, from which the subjoined passages 
are quoted: 

Natural interchange of air through the interstices 
in the walls and around windows is due largely to the 
pressure of the wind on the outside surface. This 
interchange is maximum when the wind velocity is 
maximum and perpendicular to the surface, and it is 
minimum when the wind velocity is minimum and 
parallel to the surface. 

Leakage will vary between these two extremes ac- 
cording to the value of these factors. In addition, the 
height of the building may cause a “chimney” effect 
on account of the difference in temperature of the air 
indoors and outdoors. 

This effect is probably very slight and it is largely 
destroyed by the action of the wind which has prac- 
tically the same effect at various points above the 
ground. 

The tests conducted at the present time indicate that 
the quantity of air entering the room does not vary 
directly with the wind velocity, but as the wind ve- 
locity increases the leakage proportionately decreases. 

From a theoretical consideration of the problem; this 
is to be expected since the velocity of air through 
small orifices varies as the square root of the pressure, 
and hence the volume of air entering the building 
through the multiplicity of these orifices which we 
may consider to make up the walls, must vary as the 
square root of the wind pressure. 

Furthermore, as the wind pressure increases the 
window tends to be forced against its “seat,” thereby 
decreasing the size of the crack and in turn the amount 
of air entering through the crack is decreased. 

Method for Determining Air Change. 

In determining the infiltration factors for various 

constructions, the total quantity of air is considered to 


be composed of two components; first, the quantity, 


of air leakage per square foot of exposed wall surface, 
and secondly, the quantity of air leakage per linear foot 
of window crack. 

oth of these quantities will be determined for vari- 
ous constructions and wind velocities in the tests to 


follow. It is quite likely that the quantity of air pass- 


ing directly through the wall is extremely small and 
if in view of more complete tests, this is found to b 
so, the first component can be neglected. 


To make the tests, carbon dioxide gas is generated 
in a room until there will be about 20 parts of CO, 
per 10,000 parts of air. 

Air samples are then taken every hour for four 
hours and an analysis for CO, is made with the Peter- 
son-Palmquist gas-analysis machine. This instrument 
is accurately calibrated and all CO, analyses were cor- 
rected before the final computations wére made. 

















Solution of NaC/ displaces 
air from sample bottle 
into CQ machine 


A- 8urete 


B- KOH Pipette 

C- Compensating Bulb 

D- Mercury Level Bulb 
E-Capillary Tube 

F- Compression Screw 
6-Saturated Solution of NaC/ 
H-/20 cc Air Sample Bottle 
M-Hanometer. 


-s 
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- DIAGRAM OF APPARATUS AND CONNECTIONS OF THE 
PETERSON-PALMQUIST GAS® ANALYSIS MACHINE 


V7 hhh 


As the air in the room containing a high CO, con- 
tent becomes diluted by outdoor air of low CO, con- 
tent, the average CO, content in the room will decrease 
from hour to hour, and the rate of decrease is a func- 
tion of the rate of dilution by the outdoor air. 

Experiments show that the CO, liberated, diffuses 
rapidly throughout the room and its distribution has 
proved entirely satisfactory. Also, since the rate of 
diffusion of CO, in air is slow compared with the ve- 
locity of air entering through the cracks around the 
windows, no loss of the gas not representing air change 
is probable at this point. 

So long as the velocity of air through the crevices is 
greater than the rate of diffusion of the gas, a flow of 
CO, against the direction of flow of incoming air is 
impossible. 

The wind velocities are determined by taking five 
hourly anemometer readings outdoors, each reading ex- 
tending over a period of ten minutes. The readings are 
converted from feet per minute to miles per hour. 

They are taken at a point opposite the room to be 
tested and at a sufficient distance to avoid any counter 
air currents caused by the wind striking the wall of the 


buildings. 
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All anemometer readings were corrected by refer- 
ring to a calibration curve of the instrument. The in- 
strument was a Short & Mason with a 234 inch diame- 
ter of the vanes. 

Calibration of Carbon Dioxide Machine. 

The Peterson-Palmquist machine was found to be 
best suited to make determinations of the CO, content 
of the air. It gives results of CO, in parts per 10,000 
directly, and although it is very sensitive and requires 
extreme care in making a determination, it is highly 
accurate. 

Each graduation on the machine reads to hundredths 
of a per cent and thousandths of a per cent are read- 
ily estimated. It is important, however, that the instru- 
ment should be accurately calibrated. The machine 
consists essentially of a 25 cubic centimeter burette, 
an absorption chamber containing a KOH (caustic 
potash) solution, a leveling bulb containing mercury, 
and a manometer and compensating bulb to correct for 
temperature and pressure changes. 

To calibrate the machine it was carefully removed 
from the frame and fitted to a ringstand. The rubber 
tubing connecting the leveling bulb with the burette 
was removed from the burette. 

A capillary stop cock was then fused to the lower 
end of the burette and the rubber tubing again con- 
nected to the lower right arm of the stop cock. 

By this arrangement, mercury can be passed into the 
burette by raising the mercury bulb, and after revers- 
ing the stop cock the mercury can be allowed to pass 
drop by drop into the porcelain dish which is placed 
below to receive it. The water jacket was filled and 
a mercury thermometer was suspended from above 
to indicate its temperature. 

The manometer tube not being needed in making 
the calibration, was removed from the instrument. To 
determine the total volume of the burette from the 
zero mark on the scale to the mark above the bulb, 
the stop cock was turned so that the mercury bulb 
communicated with the burette. 

The mercury was then raised until it stood at the 
upper mark on the burette, the stop cock was closed, 
and the temperature of the water was taken. The stop 
cock was then turned, permitting the mercury to slowly 
run into the previously weighed porcelain crucible. 

As the level of the mercury approached the lower 
end of the burette, the stop cock was partially closed 
so as to allow the mercury to escape drop by drop, 
and when its level was exactly on the zero mark, the 
cock was entirely closed. The weight of the mercury 
divided by its density at the temperature of the water 
bath, will give the volume of the burette in cubic centi- 
meters. In like manner, the level of the mercury was 
brought to the top of the graduated portion marked 
80, allowed to flow to the crucible, and weighed at 
every Io mark. ° 

After the calibration was completed, the capillary 
stop cock which had previously been fused to the lower 
stem of the burette, was removed, the leveling bulb 
was connected to the stem, and the whole instrument 
was mounted on its proper frame to be used for mak- 
ing the analyses. 

Before being used, however, it is essential that a 


drop of water be placed in the burette over the mer- 
cury column and also a few drops placed in the com- 
pensating bulb in order to insure equal vapor pressure 
in both chambers. 


Method of Conducting Tests. 


The CO, content inside the room tested was brought 
to the desired point by adding a calculated quantity of 
sulphuric acid to a determined quantity of sodium 
bicarbonate. A union of the two compounds will pro- 
duce CO, gas. 

The chemicals were divided into four equal portions 
so as to liberate CO, at four points in the room; there- 
by giving a better and more rapid distribution through- 
out. Sufficient time was allowed after the CO, had 
been generated, to insure proper diffusion throughout 
the room, this time being usually 30 minutes. The 
quantity of gas to be generated will depend on the size 
of the room and the concentration desired. 

In order to separate the portion of air passing 
through the walls from the portion passing through 
the cracks around the windows, tests will be made in 
two rooms in the same building and having a different 
ratio of window to exterior wall surface. 

The preliminary tests were conducted in the Bureau 
of Mines building in a room on the second floor hav- 
ing a cubic content of 4178 cubic feet including a de- 
duction for space occupied by furniture. The room 
is approximately 14 feet 6 inches by 21 feet by 13 
feet 8 inches. The exterior wall is built of 18 inches 
of brick plastered on the inside. The windows are the 
sliding-sash type and all sliding portions are fitted 
with metal weather strips. 


Summary of Four Tests. 


Cg eee 1 2 3 4 
Wind velocity, miles per 

RR errr 2.0 3.4 4.2 8.9 
*Wind direction ........... 30° 30° 30° 30° 
Infiltration per hour in cu. ft. 2285 2577 3461 4032 
Cu. ft. air per foot of crack 

Rt OE vnciceukewens sa 49.5 55.8 75.2 87.6 
Air change per hour........ 0.54 0.61 0.83 0.97 


The construction would be considered very tight and 
of the best workmanship. The exterior wall includes 
102 square feet of wall surface, 96 square feet window 
surface and 46 feet 1 inch of window crack. ‘The room 
has three doors, one on either side leading to the ad- 
jacent offices and one in the wall opposite the window 
leading to the corridor. 

Above the latter is a 42 inch by 18 inch hinged 
transom. There are sufficient cracks around the doors 
and transom to permit air to leave the room as it is 
forced out by air entering through the cxterior wall. 

In the reports to follow, the results of the tests con- 
ducted in the various classes of buildings and in build- 
ings embodying the different types of construction un- 
der varying wind velocities will be given. With this 
information, infiltration factors may be prepared that 
will permit by computation, the determination of the 
exact amount of radiation that must be allowed for 
inleakage of air through the different constructions and 
also the determination of the quantities of outdoor air 
available in naturally ventilated rooms. 





*Refers to angle the direction of the wind makes with 
the wall surface. 
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Joins the Henry Furnace and 
Foundry Company. 


The sales organization of the Henry Furnace and 
Foundry Company, Cleveland, Ohio, has been strength- 
ened by the accession of W. D. Cook, who will make 
Grand Rapids his headquarters and travel the state 
of Michigan in the interests of the Company. 

Mr. Cook is a practical furnace man. He knows 
the best methods of installation and how to get the 
utmost service from a warm air heater. Besides, he 
is skilled in the helpful sort of salesmanship which 
promotes the welfare and profit of all concerned. 





Is Granted Patent Rights for 
a Heating System. 

Under number 1,366,165, United States patent 
rights have been granted to Earl V. Coulston, Rock 
Island, Illinois, for a heating system described in the 
following: 

In a device for heat- 
ing dwellings, in com- 
bination, a furnace; 
means forming a worm 
air conduit therefrom; a 
register communicating 
with said conduit; 
means forming a cold 
air conduit; means pro- 
viding communication 
: between said two con- 
duits; means forming branch conduits leading 
obliquely to said cold air conduit; means for effecting 
vertical adjustment being provided in the warm air 
conduit; and means for lengthwise adjustment being 
provided in said oblique conduits. 
































Makes Service a Part of 
Every Transaction. 

Realizing that no warm air heater is self-operating, 
the Keith Furnace Company of Des Moines, Iowa, 
takes special pains in advo- 
cating adequate installation 
and in assisting its dealers 
to solve any problems which 
may arise in this connec- 
tion. 

Keith’s “Monitor” shown 
in the accompanying illus- 
tration is made in five sizes, 
in portable or brick set 
form. The Keith Furnace 
Company also manufac- 
tures a pipeless warm air 
heater which is declared to 
meet every requirement of 





Monitor Furnace Made by 
Keith Furnace Com- 
pany, Des Moines 
Iowa. 


this type of furnace. 

This company does not consider any transaction 
with a dealer closed when the bill is paid. Its furnace 
must give satisfaction and the Company is always 
willing and ready to place at the disposal of its dealers 
the wide and varied experience of its personnel in all 
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affairs relating to the installation and operation of its 
various warm air heaters. 

Dealers and installers, therefore, will find it to their 
advantage to get in touch with the Keith Furnace Com- 
pany, Des Moines, Iowa. 





Furnace Company Changes 
Its Name. 

The charter of the Donald B. Howard Heater Com- 
pany, Des Moines, Iowa, has been amended for the 
purpose of changing its name to Success Heater and 
Manufacturing Company, with offices at 1015 Murphy 
Street, Des Moines, Iowa. 





Midland Club Will Meet 
Friday, March Fourth. 

The Midland Club, which is composed of the leading 
manufacturers of warm air furnaces in the central 
West, will hold its next quarterly meeting Friday, 
March 4th, at the Congress Hotel, Chicago. 





Service Is Part of Sale of 
Warm Air Heater. 


The most encouraging phase of the warm air heater 
trade is the constantly growing acceptance of service 
as the prime factor of success. 

Among the numerous responses received by 
AMERICAN ARTISAN AND HARDWARE REcorp to the 
questionnaire sent out to dealers and installers of warm 
air heaters there is not a single instance of failure to 
recognize this fact. 

Typical of the many answers is that of Charles 
Hahn, 5205 Irving Park Boulevard, Chicago, Illinois, 


who says: “Service is what makes me busy. I take 
care of a kick in twelve hours.” 
C. L. Epps, Van Wert, Ohio, says: “If you don’t 


give service the job installed will not help to sell 
others.” 

Personal attention is considered to be the very 
essence of service by C. R. Oberholtzer, Angola, In- 
diana. 

“Service can only be promised in concluding a sale, 
but it is mighty important in furthering the customer’s 
satisfaction and in lessening future complaints after a 
sale is made,” declares the P. C. DeVol Hardware 
Company, Council Bluffs, Iowa. 

There is practical wisdom in the advice of A. C. 
Buzzard, Holly, Michigan, namely: “Sell first-class 
merchandise and get price enough so you can afford to 
do your work well.” 





You never lower yourself, when you stoop to raise 


another. A paradox, but nevertheless the truth. 





All suffering is caused by an obstacle in the path 
of a force. See that you are not your own obstacle.— 
Elbert Hubbard. 





Study the successful efforts of everyone you know 
to be successful legitimately, especially those in your 
own line. 











Practical Helps for Tinsmiths 


No Two Jobs Are Exactly Alike. 


Therefore, the Sheet 


Metal Worker Has to Meet Each Difficulty as [t Comes. 


Send Your Problems to Us. 


Let Our Experts Help You. 





PATTERNS FOR KNEE PROTECTOR. 


By O. W. Kothe, Principal St. Louis Technical Institute 
and Instructor in the David Rankin, Jr., School of Mechanical 
Trades, St. Louis, Missouri. Written especially for American 
Artisan and Hardware Record. 

Mr. W. A. White of Chicago wishes a layout ac- 
cording to sketches, of a safety device, and so I am 
enclosing the layout. 

The hood can be developed by the parallel line 
method. So draw the side elevation to suit the meas- 
urements, as A-B as the height, with the angle line 
A-C, and the top line as C-D-F. 

Now the angle C-D-F is bisected in point E which 


which permits you to trace the shaded outline of mod- 
ified detail. 

Observe that, owing to the slant, point E is projected 
as E’ in order to establish that point. This modified 
detail is the truth girth outline for both gores M and 
N of elevation. 

To set out the patterns, extend 1-6 as 1’-6’, and then 
from E square a line at right angles to D-F as 1”-E”. 
With dividers pick the girth from modified details as 
1-2’-3’-4’-5’-E’-6’ and set on these lines just drawn. 

Draw stretchout lines, and project lines from each 
point in miter lines A-C and D-E, and E-F until these 
lines intersect similar lines in stretchout. 





PATTERN 
N” , 







MODIFIED 











DETAIL 
i 


























VIEW 











Patterns for Knee Protector. 


gives a true miter line, or a miter with equal bevels on 
each side. 

Next describe the end view and divide in equal 
spaces as from 1 to 5, while 5-6 is a straight side and 
is left that way. From these points project lines to 
slope line A-C. 

Then from these points continue the lines parallel 
with C-D and intersect miter D-E. After this again 
follow up your lines parallel to D-F until they reach 
the base line A-F. 

Now by reason of changing the angle of the lines 
at A-C, which in this case crowds them together, we 
must develop a modified section through the line 1-6, 
which is drawn exactly square to C-D. 

With dividers pick the half diameters from end view 
as lines 2-3-4-5-6 and set as 2-2’; 3-3’; 4-4’; 5-5’; 6-6’; 


Through these points sketch a uniform curve and 
you have patterns M” and N” finished. Laps for 
seaming must be allowed extra. 

The correspondent has also a plan of bottom, but 
this will work itself out and will be of the same width 
as end view. At the finish F an oval shape will be 
developed when rolled up; but this can not be helped 
owing to the miter cut F-E. 

If the space E-F must be a semi-circle, then this 
piece N must be developed by triangulation, so the 
base will be built to the semi-circle. 





Opens Tin Shop. 

Having completed plans for opening a tin shop in 
Abbottsford, Wisconsin, on or about April 1, 1921, 
Dan Quigley wants catalogues and price lists ftom 





~ en wee. 
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jobbers and manufacturers on everything in the sheet 
metal line. 

Mr. Quigley was formerly a resident of Appleton, 
Wisconsin, where he built up a reputation for first 
class workmanship and business ability. 





Sheet Metal Men of Iowa Form 


a State Association. 

Representatives of twenty-seven different 
metal firms throughout the state of Iowa met Wednes- 
day afternoon, February 23, 1921, at 2 o'clock, in the 
Chamber of Commerce rooms, Hotel Savory, Des 
Moines, Iowa, for the purpose of organizing the Iowa 
Sheet Metal Contractors’ Association. 

J. H. Hussie of Omaha, Nebraska, representing the 
National Association of Sheet Metal Contractors of 
the United States acted as temporary Chairman and 
gave an address, briefly and clearly outlining the ad- 
vantages of the proposed association. 

George Harms of Peoria also spoke on the benefits 
to be derived from a state association and cited many 
instances of sheet metal contractors who date their 
success in business from the time they joined the 
sheet metal contractors association. 

E. B. Langenberg of St. Louis told how a sales- 
men’s auxiliary can cooperate with a state association 
and quoted as examples of effective work along this 
line the Michigan and Indiana Auxiliaries. 

Mr. Hussie then turned the gavel over to R. L. 
Spellerberg of Dubuque, who was elected chairman 
of the meeting. Mr. Spellerberg appointed a Consti- 
tution and By-Laws Committee as follows: 

N. A. Lichty, Chairman; J. A. Bachman, J. E. John- 
son, with George Harms, ex-officio cooperating with 
the Committee. 

The following officers were elected unanimously to 
administer the affairs of the newly formed Iowa Sheet 
Metal Contractors’ Association: 

President: H. L. BArouist, Des Moines; 

Vice-President: FRANK E. Russecr, Cedar Rapids; 

Secretary: R. E. Pautey, Mason City; 


sheet 


Treasurer: -R. L. SpELLERBERG, Dubuque. 
Directors: N. A. Lichty, J. A. Bachman, and J. E. 
Johnson. 


While waiting for the report of the Constitution 
Committee, E. B. Langenberg gave an impromptu talk 
on “Over-head,” urging the use of printed estimate 
blanks in order to avoid the possibility of overlooking 
the small items which are so easily forgotten and 
which make such inroads into profits. 

The report of the Committee on Constitution and 
By-Laws was accepted as read. The Committee sug- 
gested using practically the same constitution and 
by-laws as those of the Illinois Association, with yearly 
dues at six dollars and annual meeting to be held the 
second week in March. 

P. A. Johnson, President of the Peoria Sheet Metal 
Contractors’ Local, gave a talk on state association and 
related the good work accomplished by the Illinois 
organigation. 

Miss Etta Cohn of AMERICAN 


ARTISAN AND 


HARDWARE ReEcorp, gave a short talk, mentioning the 
publisher of 


fact that Daniel Stern, the late 
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AMERICAN ARTISAN AND HARDWARE RECORD, was 
present at the first meeting when the Iowa Retail 
Hardware Association was formed. It was a pleasing 
thing, therefore, that AMERICAN ARTISAN AND 
HarDWARE RecorpD should be represented also at the 
meeting for organizing the Iowa Sheet Metal Contrac- 
tors’ Association. 

Wednesday evening, February 23rd, a meeting of 
sheet metal salesmen was held at which was organized 
the Jobbers’ and Salesmen’s Auxiliary to the Iowa 
Sheet Metal Contractors’ Association. 

The newly formed Auxiliary met the next day with 
the Sheet Metal Contractors’ Association and decided 
to hold the first annual meeting of both organizations 
in Des Moines, Iowa, March 23, 1921. 

The entertainment features of the first annual meet- 
ing will be taken care of by the Auxiliary. 

March I1, 1921, the Executive Committee of the 
Iowa Sheet Metal Contractors’ Association will come 
together in Waterloo and complete the details of the 
program and other arrangements for the first annual 
meeting. 

The personnel of the new Iowa Sheet Metal Con- 
tractors’ Association and the plans for the benefit of 
the membership are of such excellence that every shee. 
metal contractors in the State of Iowa should lose no 
time in joining the Association. 





Illinois Sheet Metal Local 
Enjoys Annual Feast. 


The annual love feast of the Springfield Local of the 
Illinois Sheet Metal Contractors’ Association was cele- 
brated at the St. Nicholas Hotel, February 22nd, all 
the members except one being present. 

Charles Robinson of the Henson-Robinson Com- 
pany presided as toastmaster-and every member was 
called upon for a speech, and the local Association 
found out that they had a bunch of orators in addition 
to having a real set of professional business men. 

Joseph Ferris made the main speech of the evening, 
his talk being along the lines of Business Conditions 
and Industrial Economics. Mr. Ferris is a well posted 
and well read man on these subjects and his talk was 
listened to with a great deal of interest. 

Reports from officers and treasurer showed every- 
thing in flourishing condition, all of the members being 
extremely well satisfied with the results obtained 
through the Association. 





Wants a Set of Shop 
Working Rules. 
To AMERICAN ARTISAN AND HARDWARE REcorD: 

We are interested in getting a copy of shop working 
rules that would apply to mechanics and helpers in 
sheet metal working shops. 

We would greatly appreciate any help you may be 
able to give us in the matter. 

Trusting this is not asking too much, and thanking 
you very kindly in advance, we are 

Very truly yours, 
SUBSCRIBER. 
, Michigan, February 16, 1921. 
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Money-making Ideas Are Developed in the Convention 


of Michigan Sheet Metal Contractors’ Association. 


Knowledge and Control of Overhead Expenses Plus Study 
and the Practice of Salesmanship Bring Big Profits. 


The Tenth Annual Convention of the Michigan 
Sheet Metal Contractors’ Association was held Febru- 
ary 22, 23 and 24, 1921, at Hotel Durant, Flint, Mich- 
igan, and was attend- 


ed by the greatest 
number of members 


and visitors in the his- 
tory of the Associa- 
tion. 

The Convention 
was a_ success, not 
only from the stand- 
point of attendance 
but also in the matter 
of interesting subjects 
which were discussed 
by speakers of more 
than ordinary capabil- 
ity. 

The management of 
Hotel Durant is to be 
complimented for the 
highly efficient man- 
ner and whole-hearted 
cordiality with which 
the comforts and 





pleasures of the dele- 


Frank T. Daly, Retiring Presi- 
dent Michigan Sheet Metal 
Contractors’ Association. 


gates and other vis- 
itors were cared for. 
This hotel is a credit 
to Flint, and the Resident Manager, Mr. Herbert B. 
Locke, is to be complimented on the thoroughly com- 
petent and pleasant staff of assistants with which he 
has surrounded himself. It was a genuine pleasure 
to be a guest at his hotel after some of the experiences 
in places which lay claim to high class in hotel man- 
agement. 
Daly called the first session to 
Tuesday, February 


President Frank T. 
order promptly at 10:30 a. m., 
22nd, in the Club Room of the Hotel, and invited the 
attention of the gathering, nearly 250 in number, to a 
short address of welcome by J. B. Harlan, President 
of the Flint Local. 

The official address of welcome, on behalf of the 
city, was delivered by City Attorney I. S. Flick, who 
stated that the city authorities, from the Mayor down 
to the crossing policeman, would do anything in their 
power to make the stay of the visitors so pleasant that 
they would want to come back again very soon. 

After a short response by President Daly, an ex- 
ceptionally fine “Pep” talk was delivered by W. 
(“Bill”) Haller, Managing Director of the Flint 
Chamber of Commerce, his subject being that of 
“Civic Patriotism.” Believe in yourself—believe in 
your business—believe in your city—believe in your 
state—believe in, your country—and show your faith 


by your work—these were the injunctions given by 
Mr. Haller to his audience, and he cited specific in- 
stances of what this meant: That a business man must 
give to his home town real service, to gain good-will; 
that he must offer and render efficient service to his 
people, in order that he may gain and hold their patron- 
age, etc. 

At noon, the Flint Chamber of Commerce entertained 
the visitors at a fine luncheon, during which community 
singing and special vocal selections were greatly en- 
joyed. 

The afternoon session was given up to the discus- 
sion of matters connected with warm air furnace in- 
stallation. 

R. W. Menk, of the Excelsior Steel Furnace Com- 
pany, Chicago, spoke for about twenty minutes on the 
subject of “Possibilities of the Pipeless Furnace.” 

Being a manufacturer of both pipe and pipeless fur- 
naces he is naturally in position to give sound advice 
with regard to the question as to whether the latter is 
suitable for all classes of homes, and Mr. Menk was 
frank enough to state that while a pipeless furnace of 
the proper size might be the most economical and the 
most convenient heating apparatus for certain types 
of buildings, there was no doubt in his mind as to the 
more general adaptability and greater serviceability of 
a pipe job of proper 
size and in- 
stallation. 

Mr. Menk 
against the tendency 
might 
recommend 


proper 
warned 
which some 
have to 
a smaller size furnace 
for a _pipeless job 
than for a pipe in- 
stallation, 

that there 
basis on 


stating 

was no 
which to 
found such advice, 
and that as a matter 
of fact, some pipeless 
furnaces might re- 
quire a larger firepot 
under certain circum- 
stances than a regular 
furnace. 

Allen W. Williams, 
Secretary of the Na- 
tional Warm Air 
Heating and Ventilat- 
ing Association, was 
introduced; he 





F. E. Ederle, Re-elected Secre- 
tary Michigan Sheet Metal 
Contractors’ Association. 


then 

spoke as follows: 
It is always unfortunate to commence a talk with | 
an apology, particularly when the privilege of address- 
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ing such a convention as yours carries with it without 
question the obligation of a carefully prepared paper, 
which I am unable to furnish. My reason is, that I 
have been away from home a great deal since the first 
of the year and am particularly busy with the economic 
conditions which you know have prevailed in our in- 
dustry in common with all others. However, I am 
glad to meet with you and to do the best I can under 
the circumstances, trusting to your good nature to bear 
with me for a few moments. 

Professor Willard is of course the real speaker to- 
day. Iam only a part of the scenery. He can tell you 
more than I of the Research Work being conducted by 
the National Warm Air Heating and Ventilating As- 
sociation in the interest of Warm Air Heating, but he 
is extremely modest and will not inform you that this 
work of securing reliable, unbiased, and. practical en- 
gineering data, that will make for better goods, better 
installation and an increased popularity of Warm Ait 
installation and 
an increased 
popularity of 
Warm Air Fur- 
nace Heating is 
under the direc- 
tion of the high- 
est authority on 
heating, particu- 
larly warm air 
heating, in the 
country and that 
he, himself, is 
that authority 
who will bring 
our method of 
heating very close 





to an exact sci- ; 
T vind Charles Heth, Newly Elected Presi- 

—_—- . dent Michigan Sheet Metal 

like to add that Contractors’ Association. 

the equipment 


which is being used in connection with our Research 
Work is second to none, further that most of it was 


originated and installed under Professor Willard’s 


personal direction and has attracted the favor- 
able attention of the best mechanical laboratories in the 
United States. He will be careful to tell you of his 
very able assistants, Professor Kratz, Mr. Day, Mr. 
Whalen and others, and they are able and will and 
should receive their full share of credit. 

The opportunity for this activity on the part of our 
Association was one which seldom comes to any in- 
dustry and if I may say it the members of the National 
Warm Air Heating and Ventilating Association have 
been patient and generous in its support. Every one 
interested in Warm Air Heating should visit the Uni- 
versity of Illinois and see for themselves just what is 
being done in a broad and practical manner. It means 
perhaps more to. you gentlemen as dealers and installers 
of furnaces than you appreciate. Yet it is encouraging 
and pleasant to find the associations of sheet metal 
workers taking such a serious interest in it. 

Our Résearch Work is receiving the endorsement 
of heating: engineers and architects, whose support of 
warm air heating has in the past been lacking due to 


our inability to offer the data which the Research 
Work will be able in the future to furnish. 

At the inception of the undertaking it was suggested 
that the results of our Research Work would be liable 
to upset some of the pet theories of a good many in- 
terested in our industry. It was Artemus Ward or 
somebody who said that “It is not ignorance but what 
we know or think we know that makes the most 
trouble.” -The quotation is not exact, but the thought 
of the author is preserved and there is no better ex- 
ample of the truth of this statement than the furnace 
industry in which almost every furnace manufacturer 
and every installer has certain individual pet theories 
and rules which they “know” are correct and which 
we can not blame them for following in the absence 
of proved data such as Professor Willard and his 
assistants are developing. 

No less authority than Professor John R. Allen, one 
of the best friends our industry ever had, never hesi- 
tated to upset old theories when he found they were 
wrong and Professor Willard is equally courageous 
as soon as he knows he can prove that he is right and 
the old order of things wrong. 

I can not refer to Dr. Allen without reminding you 
of the great loss which the whole heating industry 
sustained when he died a few months ago. I recall 
one of his last public talks which was a plea for better 
building construction. I am sure it will be of enough 
interest to you to repeat it in part. He said: 

“One thing that must be impressed on the people 
of this country, is that we should build real houses. I 
was tremendously struck with that question in moving 
from Minneapolis down to Pittsburgh. In Pitts- 
burgh, we have a mere shed; at Minneapolis we had 
a real house. In Minneapolis, they build houses with 
plaster studs, sheating and insulating material and 
then cover it with paper and clapboards. Thus they 
have houses with fur overcoats on them and every 
window from attic to cellar is a double window. At 
Minneapolis, I burned less coal for heating with the 
thermometer at 30 degrees below zero than in Michi- 
gan with the thermometer at zero. With high-priced 
coal, we should build houses to correspond. It costs 
very little to put on that insulating material, and its 
cost can be saved in a couple of years by reduction 
of fuel bills. 

“It pays to use the double windows; for they save 
all this trouble with moisture on the glass. The hu- 
midity can be run up very much higher without the 
disadvantage of moisture and frost on the glass, which 
is very objectionable to housekeepers. The people in 
the milder climates will have to learn to use double 
glass. This society should stimulate the building of 
better houses, so that they will not have to put in such 
expensive heating plants and burn so much fuel, which 
is a waste of money.” 

Dr. Allen made wonderfully good suggestions from 
time to time as well as advance the science of heating. 
And his remarks suggest our obligation and interests 
extend beyond our heating plants. 

If any have felt that our progress with the Research 
Work has been slow, they must remember that it was 
started during the war period when the procuring of 
equipment and efficient help was difficult, further that 
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Professor Willard¢in his direction of this activity will 
take nothing for granted and any published data from 
the Research Work is backed with real proof. It 
means too much to be careless. 

After over two years of hard preliminaries our Re- 
search activity is at its height and it will be continued. 
It is certainly opportune for if there is one thing now 
attracting the attention of our whole people it is the 
need for more homes and well and economically heated 
homes. You know as well as I that the shortage is 
estimated at any where from a million and a half to 
over three million dwellings the vast majority of which 
are the kind of structures that can be best heated with 
warm air. Now if our service is good, our installa- 
tions right and reliable data at hand to make them so, 
the building boom which will be with us soon, will 
establish warm air heating in the minds of architects, 
builders and the general public as the best for all time 
to come. 

We frankly admit the demand for our goods was 
off last Fall and the first part of this year but condi- 
tions are already improving and it may be of interest 
for you to know that the manufacturers expect trade 
to improve steadily as the year advances. It is already 
showing a marked improvement, pipe and pipeless. 


May I digress enough to say that I believe the policy 
that will bring the most profit and peace of mind to 
you, to us all, all lies in specializing in high grade in- 
stallations, not in the direction of cheap competitive 
work. It seems to me that we have spoiled the people 
by making them feel there was the least economy in 
the purchase of the cheapest warm air heating plant 
they could possibly find, yet in spite of this quite gen- 
eral condition there are many furnace heating jobs 
going in every month well worth the money, that have 
cost from $1,000 to $1,200 and more. If we do not tell 
prospective customers—and we can honestly do so—to 
buy better jobs, no one will assume this duty for us. 

I want to say again that it is certainly a fine compli- 
ment to be placed on your program among so many 
distinguished speakers. If you will come down to our 
annual convention which is to be held in Cleveland on 
May 23rd and 24th you will hear more about our work 
at the University of Illinois and of our other activities 
that are also important, you will find there never was 
an association activity less selfish than our Research 
Work which you are considering this afternoon and 
that the National Warm Air Heating and Ventilating 
Association like your organization is bettering condi- 
tions in our industry for you and for themselves. 

Following Mr. Williams, President Daly introduced 
Professor A. C. Willard, of the University of Illinois, 
who gave a very interesting pictorial lecture on the 
experimental work which is being carried on at the 
University under his direction, for the purpose of ar- 
riving at definite standards by which manufacturers, 
installers and users of warm air heating and ventilat- 
ing apparatus may be guided. 

A great many questions on special points were asked 
of Professor Willard, who in his replies showed that he 
was not only a thoroughly posted scientific heating ex- 
pert, but that he was also well conversant with real 
practice. 


In the evening the visitors were guests at the Palace 
Theatre where a special vaudeville program jof un- 
usual merit was presented, after which they adjourned 
to the Elks’ Club House where a fine buffet lunch was 
served and a series of athletic stunts wére greatly en- 
joyed. 

Wednesday’s Sessions. 

The forenoon session on Wednesday was an execu- 
tive one, during which the annual reports of officers 
and standing committees were rendered and .consid- 
ered. 

rom the report of Secretary Frank E. Ederle, it 
was shown that there are 294 members in good stand- 
ing and that the state is being organized in a very thor- 
ough manner by means of Locals, the two latest in 
the fold being those of Muskegon and Pontiac. 

The election of officers and directors resulted as 
follows: 

President—Charles Heth, Grand Rapids. 

Vice-President—R. C. Mahon, Saint Aubin Street 
and Grand Boulevard, Detroit. 

Treasurer—James A. Shouldice, Battle Creek. 

Secretary—Frank E. Ederle, Grand Rapids. 

Directors—J. D. Candler, 177 East High Street, 
Detroit; Frank T. Daly, Jackson; William J. Schweit- 
zer, Flint. 

Convention City for 1922—Jackson. , 

Summer Outing—at Grand Rapids. 

At the Wednesday afternoon session J. C. 
berg, of AMERICAN ARTISAN AND HARDWARE RECORD, 
spoke on “Business Psychology,” as follows: 

Address on “Business Psychology” by J. C. Greenberg of 

AMERICAN ARTISAN AND HARDWARE 

RECORD, Delivered February 23, 1921, to Con- 


vention of Michigan Sheet Metal Contractors’ 
Association in Flint, Michigan. 


Greenberg.) 





Green- 


(Copyright 1921 by J.C. 

“T had to laugh when I saw your splendid program, 
and in which | am booked for a talk on ‘Business Psy- 
chology.’ I love highbrow words, don’t you? Busi- 
ness psychology is nothing more nor less than common 
horse sense. It deals with that part of the business 
man called the head. 

“[ am going to talk on horse sense from the chin up. 
Those of you who have heard me talk last fall, will 
remember that I did not come in with kid gloves. I 
am here to tell you how to improve in your business, 
and in the event that I shall step on your business corns, 
I hope the step will hurt like blazes. Let’s go to it, 
and have a real good live time. 

“To begin with, I want to tell you that business is 
It takes know how, and lots of push 
and pep to succeed. We all want success, and are 
spending our lives to get it. In order to get it, we 


must win it—yes, win it by good, honest, able, and 


no snap at all. 


progressive methods. 

“There are four departments in all business. No 
matter what kind of a business it is, it has four main 
arteries. These are, the executive, the financial, the 
producing, and the selling end. 

“You can not cut out any one and be successful. 
The sheet metal man is a good producer—that is, he 
knows how to make the things the world needs out of 


metal. He is very able in this department of the busi- 
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ness. In go per cent of the sheet metal ventures, to- 
day, or last year, or twenty years ago, the sheet metal 
man was just the same—always a good producer, but 
a poor executive, a poor financier, and a poor salesman. 

“If there are four departments to a business, and a 
man is only efficient in one department, he is only 25 
per cent efficient. No matter how you will figure it, 
the results are the same. Figures can not lie. With 
25 per cent efficiency, and 75 per cent deficiency, how 
do you ever expect to succeed? You have only one 
chance out of four. The odds are against you. 

“Right here I want to impress you with this truth. 
Only 5 per cent of all the business men succeed. This 
is the average of all lines of business put together, and 
it has been proved after forty years of careful obser- 
vation. 

“It is up to us whether we want to be successes or 
failures. One thing is as certain as daylight, and that 
is, that no man can hope to succeed and remain 75 per 
cent inefficient. It is your duty so to regulate your 
knowledge that you will raise your standard of ef- 
ficiency. We all must learn more to earn more. You 
must have facts so well in hand that you will know the 
things you should know. As you increase your know]l- 
edge, you increase your efficiency from 25 per cent up 
to a higher point. In order to increase your knowl- 
edge, you must get ideas from men who know things 
better than you know them. Study, learn, and apply 
your knowledge. 

“As an executive, you should know how to super- 
vise your business. To do this, you must have a better 
knowledge of sheet metal work than any man in your 
employ. You must have the facts so well organized, 
that you will be exact in all you do. 

“As a financier of your business, you must know 
cost and selling prices. You must adopt a system 
such as your Association has and which will do you a 
lot of good. You must so know your business along 
cost and selling price, that you will know what to 
charge, and what to save from the profits. 

“As to the selling part, you must be a salesman. 
Nothing else will save your hide. You can be a good 
executive, a good financier, and a good producer, but 
if you can not sell your goods—good night business. 
Sell, and sell right is the trick. 

“The soul of business is service. One can net set 
too much stress on this word service. It is the great- 
est work in the world, and in any language. Service 
is really the mother of success. Service is cause, and 
reward is the effect. Service means so to know your 


business that you will make the right promise, and 
give the right kind of work, and give the customer the 
satisfaction he expects. 

“Here is how we can always tell whether we are 
giving right service. You must see to it that the qual- 
ity is right and that your mode of conduct is right. 
Better to illustrate this point, I will make a demonstra- 


tion of it. Here I am holding in my. hand a glass of 
water. Water—H,O. Two parts Hydrogen, 1 part 
Oxygen. All over the entire universe, H,O is water 
and nothing else. It is just like this in service. Q,M 
equals service. Two Qs—Quality and Quantity—and 
Mode of conduct—M is always service all over the 
world. No man can change it. Let us try to see! 
Take away Quality, and you spoil service. Take away 
Quantity, and you spoil service, and leave out decent 
mode of conduct, and again you spoil service. What 
can you do but accept service as it is naturally made? 

“This law works out in Nature, and it means that 
everything must obey this law or pay the fiddler. If 
your work has quality, and your work has Quantity 
and your mode of conduct is right, your success is 
assured. 

“The great question is, what is mode of conduct ? 
Where do you get it? How do you use it? Let me 
tell you right here that mode of conduct is reliability. 
[f you are reliable, your mode of conduct is right. 
Reliability is the foundation of business. On it rests 
confidence and loyalty. 

“In order to do all the things I have outlined, you 
must be a loyal Association man. You must bring 
your ideas and exchange them for other ideas. Study, 
read, remember, imagine, and above all think. You 
must codperate. Cooperation is the slogan that was on 
earth before man ever learned what an apple is: Let 
me tell you what cooperation really is. 

“Once a lady organist came to a large city to render 
On the night of the recital, the auditorium was 
filled to capacity. At 8 o'clock sharp, the artist sat 
herself at the organ, and the joy began. As the har- 
monious notes came rippling and rolling over the heads 
of the audience they sat spellbound. At last the last 
note died away. The air resounded with applause. 
‘Encore! Encore!’ they shouted. 

“During this excitement, little Willie who pumped 
the organ stepped out and said to the beautiful artist, 
‘Lady, we did fine didn’t we?’ , 

“The artiste resented Willie's share in the glory of 
She chided him and said: 

It was not we, it was I 


music. 


appreciation. 

“How dare you say we. 
who made this music.’ 

“Poor Willie was broken hearted. His eyes filled 
with tears, as he went behind the organ, the lady sat 
down in answer to the demand for more music, put 
her shapely fingers on the keys, but the organ was 
dead. 

“*Pump Willie,’ said the lady. 

““Did we do it?’ asked Willie. 

“*No,’ she answered. 

““Then play some more,’ answered Willie in de- 
hance. 

“The audience was getting restless. 

“ ‘Willie, for God’s sake pump. I see that it was 
we who did it.’ 
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“Willie bent his back to the bellows, and once more 
the music began to float and vibrate over the heads 
of the expectant hearers, and the event finished up a 
grand success. 

“Your Association is a like success. 
playing the music of business called successful service. 
Your Secretary Frank Ederly is the organist, your 
Board of Directors are the managers of your musical 
show, but all of you members are pumping the organ. 
If you stop pumping you will kill the music you so 
Pump—pump like hell, and you will 


You all are 


love to hear. 
succeed.” 

“The Ups and Downs of Prices” was the subject of 
an interesting address by Charles R. Adair, General 
Manager of the Guarantee Title and Mortgage Com- 
pany, Flint, who used a number of charts to illustrate 
his points. Mr. Adair could see no reason for anyone 
to expect a return to pre-war prices so long as other 
pre-war conditions had not returned. 

J}. D. Dort, President of the Dort Motor Car Com- 
pany, Flint, gave a very optimistic review of the busi- 
ness conditions in his address on “The Business Out- 
look.” There is every reason, said Mr. Dort, to look 
for a resumption of real business activity, both in in- 
dustry and selling, within a very short time. In fact, 
he stated, we have already made a start that way. 

The banquet in the evening was a great success, both 
from a “gustatorical” standpoint and from that of the 
excellence of the vaudeville entertainment presented by 
members of the Auxiliary. 

The menu was as follows: 

Menu. 
Oyster Cocktail 


Celery Olives 


Consomme Double en Tasse 
Breast of Capon on Toast 
Potatoes Foudante 
Stuffed Fried Egg Plant 
Neopolitan Ice Cream 
Cakes 
Demi Tasse 

The hosts at the banquet were the members of the 

Salesmen’s Auxiliary, as shown herewith: 
Hosts. 

C. F. Nason, Milwaukee Corrugating Company, Mil- 
waukee, Wisconsin. 

James A. Eisenman, Monroe Foundry & Furnace 
Company, Monroe. 

J. Charles Ross, The Edwards & Chamberlain Hard- 
ware Company, Kalamazoo. 

F. E. Ederle, W. J. Burton Company, Detroit. 

W. M. Fanning, Moore Brothers Company, Joliet, 
Illinois. 

George B. Carr, Carr Supply Company, Chicago. 

Sam H. Keller, The Berger Manufacturing Com- 
pany, Canton, Ohio. 

Robert Joy, Wheeling Corrugating Company, Detroit. 

W. W. Warren, Thatcher Furnace Company, ®Chi- 


cago. 
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J. D. Swartwout, J. D. Swartwout Company, Sag- 
inaw. 

George Harms, F. Meyer & Company, Peoria, 
Illinois. ° 

Edwin A. Scott and A. V. Hutchinson, Sheet Metal 
Worker, New York City. 

R. W. Blanchard, Hart & Cooley Company, Chicago. 

Charles Bartholomew, Independent Stove Company, 
Owosso. 

J. G. Henninger, J. M. & L. A. Osborn Company, 
Cleveland, Ohio. 

3ert E. Dunn, Rudy Furnace Company, Dowagiac. 

John Jensen, Whitney Metal Tool Company, Rock- 
ford, Illinois. 

L. H. Pearce, National Lead Company, Chicago. 

FE. S. Moncrief, The Henry Furnace & Foundry 
Company, Cleveland, Ohio. 

Harry W. Brainerd, J. 
pany, Cleveland, Ohio. 

E. N. Rowley, Follansbee Brothers Company, De- 


M. & L. A. Osborn Com- 


troit. 
Frank B. Hird, Adams Company, Dubuque, Iowa. 
N. L. Pierson, Jr., The American Rolling Mill Com- 
pany, Middletown, Ohio. 
Leonard C. Verschnur, Scully Steel & Iron Com- 
pany, Chicago. 
Hugh FE. Doherty, Detroit Safety 
Company, Detroit. 
Thomas [. Peacock. R 


Furnace Pipe 
J]. Schwab & Sons Company, 
Milwaukee, Wisconsin. 

R. H. Reed, Co-operative Foundry Company, Roch- 
ester, New York. 

John P. Sheridan, Richardson & Boynton Company, 
Chicago. 

T. H. Merriam, Raymond Lead Company, Chicago. 

R. Frank Smith, Merchant & Evans Company, De- 
troit. 

Clarence Wormnest, The Art Stove Company. De- 
troit. 

Frank E. Beeth, Merchant & Evans Company, Chi- 
cago. 

Joseph Stearns, Stearns Register Company, Detroit. 

Isaac Stearns, The Michigan Safety Furnace Pipe 
Company, Detroit. 

T. A. Warner and W. P. Laffin, Tuttle & Bailey 
Manufacturing Company, Chicago. 

R. M. Brockway, The Beckwith Company, Dowagiac. 

W. H. Young, W. C. Hopson Company, Grand 
Rapids. 

D. Witmer, W. C. Hopson Company, Grand Rapids. 

H. A. Beaman, Haynes-Langenberg Manufacturing 
Company, St. Louis, Missouri. 

G. H. Moore, The Michigan Stove Company, De- 
troit. 

Elmer C. Ryan, A. M. Castle Company, Chicago. 

Neil G. Goodbred and H. C. Fletcher. Follansbee 
Brothers Company, Detroit. 
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H. G. Pullman, Scientific Refining Company, Cleve- 
land, Ohio. 

C. A. Lucke, Republic Metalware Company, Buffalo, 
New York. ; 

W. W. Chalk, The W. J. Burton Company, Detroit. 

A. G. Pedersen and Miss Etta Cohn, AMERICAN 
ARTISAN AND HARDWARE REeEcorp, Chicago. 

H. E. Marsh, The Marsh Lumber Company, Dover, 
Ohio. 

Albert Splinter, Wheeling Corrugating Company, 
Wheeling, West Virginia. 

R. B. Strong, Homer Furnace Company, Coldwater. 

C. E. Pfaff, Ideal Furnace Company, Homer. 

Edwin D. McCrea, Buh! Sons Company, Detroit. 

Walter D. Cook, Henry Furnace & Foundry Com- 
pany, Cleveland, Ohio. 

M. H. Burk, Globe Stove & Range Company, Koko- 
mo, Indiana. 

A. A. Senor, National Paint & Varnish Company, 
Cleveland, Ohio. 

J. C. Greenberg, Steelcote Manufacturing Company, 
St. Louis, Missouri. 

G. W. Corman, Meyer Furnace Company, Peoria, 
Illinois. 

Arthur F. Frazee, Rudy Furnace Company, Dowa- 
giac. 

A. D. Smith, The Beckwith Company, Dowagiac. 

B. E. Englander, The Auld & Conger Slate Com- 
pany, Cleveland, Ohio. 

H. L. Self, The Wise Furnace Company,’ Akron, 
Ohio. 

E. W. Ryder, Barber Asphalt Paving Company, 
Chicago. 

E. B. Root, Detroit Safety Furnace Pipe Company, 
Detroit. 

Jay Neiman, Abram Cox Stove Company, Chicago. 

O. E. Jennings, Michigan Stove Company Detroit. 

T. F. Bourque, The Tiffin Art Metal Company, 
Tiffin, Ohio. 

J. F. Burkhardt, Superior Safety Furnace Pipe 
Company, Detroit. 

P. L. Watson, C. A. Strelinger Company, Detroit. 

Walter S. Phelps, Utica Heater Company, Utica, 
New York. 

Robert J. Waddell and C. W. Waddell, Independent 
Stove Company, Owosso. 

E. A. Meyer, Perfection Furnace Pipe Company, 
Toledo, Ohio. 

W. O. Seifert, The Peck, Stow & Wilcox Company, 
Southington, Connecticut. 

F. E. Wooley and R. W. Menk, Excelsior Steel Fur- 
nace Company, Chicago. 

Lester R. Wise, Brier Hill Steel Company, Chicago. 

Robert O. Mimmack, Michigan Stove Company, 
Detroit. 

Harry W. Neal, Hall-Neal Furnace Company, In- 
dianapolis, Indiana. 

Harry Wood, Premier Warm Air Heater Company, 
Dowagiac. 

G. H. Pigott, Art Stove Company, Detroit. 

H. B. Martin, Michigan Employers’ Casualty Com- 
pany, Lansing. : 

J. B. Dill, American Blower Company, Detroit. 

R. W. Blanchard occupied the post of honor of 


toastmaster and filled it with his usual suavity of man- 
ner and witty introductions. 

The speaker of the evening, Mr. DeHull N. Travis, 
a noted jurist and chautauqua lecturer, took for his 
subject that of “Service Thoughts,” drawing lessons 
from his experience as a war worker in New York 
during the late unpleasantness. The burden of his talk 
was that any real man was by nature optimistic and for 
that reason was also a person who builded his own suc- 
cess upon the foundation of service well rendered to 
his constituents. 

The vaudeville program was planned by Hugh E. 
Doherty and proved a distinct success, both because of 
the novelty features introduced and because of the 
thoroughly high class manner with which each “stunt” 
was carried out. 

E. H. Moore told clever French dialect stories which 
kept the audience in a constant uproar of laughter. 


Doherty, himself, was probably the hit of the evening 
with his sketch of an up-state rube, during the presen- 
tation of which he found occasion to make many an 
allusion to members of the Association and of the 
Auxiliary. 

When a good looking dark complected female 
ascended the stage, nobody would have guessed for a 
moment that it was “Trow’ Warner, and “her” red 
haired gentleman friend was equally well presented 
by his side-kick, Bill Laffin. They simply wére a 
“scream,” and kept the audience in a state of hilarity 
with their clever songs and sketches about the members. 

R. W. Menk was the best imitation of a hard-boiled 
union man who wouldn't give his boss any more than 
ne could help, and what he didn’t have to say about 
the way Frank Daly and Bill Harlan and a lot of others 
“drive” their employees, simply can’t be found in 
the book. 

“The Colored Waiter” sketch was presented by N. L. 
Pierson, Jr., who convulsed the audience with the way 
he could keep things from falling off a tray he was 
carrying, until by accident it was shown that his glove 
as well as the dishes were glued to the tray. He also 
had a number of clever stories and songs in fine south- 
ern dialect. 

The concluding number of the program was the 
“Salesmen’s B. V. D. Quartette,”’ composed of the 
following five: N. L. Pierson, Jr., Hugh E. Doherty, 
T. A. Warren, G. H. Moore and Lester R. Wise. They 
rendered several original songs in a very pleasing 
manner. 

Thursday Forenoon Session. 

The closing session was held Thursday forenoon, 
Secretary Ederle explaining in detail the cost-keeping 
system which has been devised by the Cost Committee 
of the Association. He showed that it was very easy to 
insta® and operate, one concern doing over half a mil- 
lion dollars’ worth of business in a year, using the 
time of a girl for less than two hours every morning in 
making the proper entries on the job cards and books. 

Frank T. Daly conducted a Question Box for about 
an hour, during which many interesting problems were 
discussed, after which R. C. Mahon explained the 
“American Plan of Employment,” which is now being 
fostered by the Detroit Building Employers’ Associa- 
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tion, defining it as being different in principle both from 
the union shop and open shop. 

After lunch, the visitors were taken on an inspection 
trip through the great Buick motor car factories. 

Thus comes to an end the very successful administra- 
tion of the Michigan Sheet Metal Contractors’ Asso- 
ciation conducted under the efficient leadership of 
Frank T. Daly and Frank E. Ederle as President and 
Secretary. 

In the natural course of events President Daly re- 
tires to the ranks, so to speak, while Secretary Ederle 
remains in his office. To both men the Association 
owes a debt of gratitude that can never be liquidated, 
for they have given freely of their own time and money 
for the welfare of their fellow craftsmen in the state. 

To the new officers, AMERICAN ARTISAN AND 
HARDWARE Recorp extends the same cordial coopera- 
tion that it was a pleasure to give to President Daly and 
his fellow officers. 


Conventionalities. 

The Flint Association has reason to feel proud of 
the manner in which the entertainment features for 
which it was responsible were carried out. The show 
at the theatre was first class and a lot of extra “pep” 
was put into the enjoyment by a certain young lady’s 
seemingly rather intimate knowledge of the affairs of 
some of the boys. 

After the theatre a and 
(some would say boxing and wrestling, but we can’t 
call them that in Chicago) were enjoyed for several 
hours. 

The chairman of the Flint Entertainment Committee 
was J. J. Aubry, who was on deck from the crow of 
the cock until the last dog was hung. 

R. W. Blanchard circulated among his many friends 
in the furnace business and reported a bunch of nice 
orders for Hart & Cooley registers. 

Robert Joy and Albert Splinter of the Wheeling 
Corrugating Company were busy greeting customers 
and making new friends for their Company. 

C. F. Nason, the popular treasurer of the Auxiliary, 
is equally popular as a salesman of the products of 
the Milwaukee Corrugating Company, judging from 
the way he was greeted by the contractors. 

J. G. Henninger, of J. M. & L. A. Osborn Com- 
pany, is known in the Michigan territory as the oldest 
in the business, so far as service is concerned and he 


luncheon athletic stunts 


certainly is on to his job. 

sert E. Dunn and Arthur F. Frazee, of the Rudy 
Furnace Company, had a busy time telling their friends 
of the good profits to be made selling Rudy Furnaces. 

N. L. Pierson, Jr., the new President of the Aux- 
iliary, did not lose sight of the fact that while he has 
something to do in his new job, the old one of selling 
Armco Ingot Iron, is still the principal vocation of his 
busy life. 

E. S. Moncrief and W. D. Cook were kept on the 
go saluting the many friends of the Henry Furnace & 
Foundry Company’s line of warm air furnaces and 
fittings. . 

G. W. Corman, who “covers” Michigan for the 
Meyer Furnace Company, was easily recognized among 
the members of the Auxiliary because of his youthful 


appearance so well set off by his white hair. 

“Ike” Stearns was one of the busy “greeters’’ be- 
tween sessions. Once in a while he found time to put 
down an order for a couple of carloads of Safety fur- 
nace pipes. 

“Buddy” (T. A.) Warner and W. P. Laffin passed 
along the good word for Tuttle & Bailey registers. 

R. W. Menk and F. E. Wooley, of the Excelsior 
Steel Furnace Company, had many a session with in- 
stallers who wanted to know about their pedestal reg- 
ister for their Monopipe furnaces. 

Harry Wood, of the Premier Furnace Company, has 
recovered far enough to make it possible for him to 
spend a couple of days with the boys at the Conven- 
tion, and the boys were sure glad to see him on his 
feet once more after his severe illness. Mrs. Wood 
saw to it that he took things easy, however. 

Joseph Stearns, of the Stearns Register Company, 
showed himself as an exceptionally fine auditor of ac- 
counts for the Auxiliary, and also as‘a high class 
salesman of warm air registers. 

Harry W. Neal “just had” to come up from Indian- 
apolis to say “howdy” to the many friends of the 
Hall-Neal Furnace Company. 

Hugh E. Doherty, of the Detroit Safety Furnace 
Pipe Company, retiring President of the Auxiliary, 
showed his versatility by responding to the address 
of welcome at the Tuesday luncheon given by the Flint 
Chamber of Commerce, by filling the office of presid- 
ing officer in a highly efficient manner, by being one of 
the best “mixers” among the sheet metal fraternity of 
Michigan, and lastly, but by no means least, by his 
most excellent impersonation of the hayseed from 
Allegan in the vaudeville entertainment Wednesday 
evening. 

A convention of sheet metal contractors without the 
presence of H. E. Marsh simply wouldn’t be a con- 
He has attended a good many of them and 
Incidentally, 


vention. 
says that they grow better every time. 
Harry takes time to write a few orders for wood 
faces manufactured by the Marsh Lumber Company. 

Robert J. and C. A. Waddell were among “those 
present” and greeted a host of friends of the Renown 
warm air heaters, made by the Independent Stove 
Company. 

H. L. Self found occasion to say a few words to 
strangers about the merits of Wise warm air furnaces 
whenever his friends left him alone for a moment 
or two. 

The Entertainment Committee of the Auxiliary cer- 
tainly has cause to feel proud of its work, for the en- 
tertainment, both for the “inner” and for the intel- 
lectual part of man, was surely provided with a full- 
top measure of quality and quantity. Judging from 
his work as Chairman of this Committee, the Aux- 
iliary made no mistake when they chose him to be 
President for 1921. Three cheers for M. L. Pierson, 
Jr. He was ably assisted by Frank E. Ederle, Thomas 
I. Peacock, R. W. Blanchard and D. Witmer, to all 
of whom must be given a goodly share of the praise 
which is due for the Committee’s great accomplish- 
ment. 

Thomas I. (Gilt Edge) Peacock, the new Vice- 
president of the Auxiliary, found time from his mul- 
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tifarious duties of his new job to say a few words in 
favor of R. J. Schwab & Sons Company’s warm air 
furnaces which are so aptly named after “Tom.” 

In spite of all the new ones that come and go, says 
Tom Pearson, the old U. S. still holds on, , referring 
of course to the products of his own U. S. Register 
Company. 

James A. Eisemann had a rather busy time shaking 
hands with his many friends among the customers of 
the Monroe Foundry and Furnace Company. 

R. H. Reed, of the Cooperative Foundry Company, 
found many of his Michigan friends at the Convention, 
and had occasion to use his new “Eversharp” to ad- 
vantage on an order book that looked as if it would 
need some new fillers very soon. 


Although Pontiac is one of the youngest of the 
Locals in the Association, it was very much in evi- 


dence, all its members wearing broad green streamers 
with their home town’s name in gilt letters. 

D. Witmer- and W. Young came over from Grand 
Rapids to greet the many friends of the W. C. Hopson 
Company. 





Square Pipe Former Has 
Many Advantages. 

As a labor saving machine, the advantages of 
Knoedler’s Improved Square Pipe Former and cornice 
brake, shown in the accompanying illustration, has 


many positive advantages. 
It will form square pipe two inches in diameter and 
in thirty 


larger, inch lengths. By the use of gauge 











Improved Square Pipe Former and Cornice Brake Made 
by Frederick J. Knoedler, Philadelphia, Pennsylvania. 


attachments. all bends can be made with the first lay- 
ing off of sheets. 

Grooves are provided in the 
leaf for the flanges of doubled 
and twenty-eight inch lengths. 

The drop leaf enables the sheet metal worker to 
make all styles of moulding for cornices. 

As shipped to the buyer, the machine is set for I. C. 
tin or No. 27 gauge iron. Should it be desired to bend 
heavier metal, all that is necessary is to loosen the 
screws on the journal arms and move back the creas- 


ing bar about 1/16 of an inch. 


bed plate and folding 
seamed pipe in twenty 
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Full particulars and prices may be obtained by writ- 
ing to the manufacturer, Frederick J. Knoedler, 68 
North Second Street, Philadelphia, Pennsylvania. 





Cicero-Chicago Corrugating 
Company Prospers. 

Instead of bewailing the so-called 
the officers of the Cicero-Chicago Corrugating Com- 
pany have been concentrating their energy upon sales- 
manship with such intensity and singleness of purpose 
that their business is improving every day. 


“buyers’ strike,” 


the Cicero- 
attributable 


and 


The remarkable growth and success of 
Chicago Corrugating Company are directly 
to the 
production inaugurated in 1919 by 


sound economic policy of organization 


its founders. E. A 





Pant of the Cicero-Chicago Corrugating Company. 





Robertson, President, W. F. Waller. Vice President 
and A. P. Siersma, Secretary. 

These gentlemen have injected into the policies of 
the Cicero-Chicago Corrugating Company the result 
of broad, intensive executive and sales experience. 
Mr. E. A. Robertson was — [Treasurer of the 
Robertson Brothers Mig. Company. Mr. W. F. Waller 
for years was the successi1 1 City Sales Manager for 
Hibbard, Spencer, Bartlett and Company, and Mr. 
A. P. Siersma, also of the H. S. B. Family was the 
admitted “Live Wire Go-get-em-kid™ of the ity sales 
torce. 

In addition to such sheet metal products as eaves 
trough, galvanized conductor pipe. corrugating ridge 
roll, stove pipe, sheet metal ovens. and the like. the 
Company carries in stock a variety of tinners’ tools 
and soldering furnaces 

Catalogue and price lists of its sheet metal products 
can be had by addressing the Cicero-Chicago Corru- 
gating Company. 1538-1546 sist Court, Cicero. Illinois 
Completes Plans for Illinois 
Sheet Metal Convention. 

Everything is in readiness for the annual convention 
of the Illinois Sheet Metal Contractors’ Association 
which is to be held April 6 and 7, 1921, in the Chamber 
f Commerce, Quinc; nois 

J. B. Sauer, chairman of the Entertainment Commit- 
tee of the Illinois Salesmen’s Auxiliary. E. W. Nor- 
man and A. J. Harmsdorter, President Quincy Local 
spent two days in cian the arrangements 

Mr. Norman, who is President of the Illinois Job- 
bers’ and Salesmen’s Auxiliary, is deeply interested in 
the success of the Illinois convention and is working 


2 


energetically to make it as big a suc as the recent 
convention of the Indiana Sheet Metal Contractors 
convention. 
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Annual Meeting of Michigan 
Sheet Metal Contractors’ Auxiliary. 

The annual meeting of the Traveling Salesmen’s 
Auxiliary of the Michigan Sheet Metal Contractors’ 
in the Grill Room of Hotel 
Wednesday forenoon, 


was held 


Association 
Flint, Michigan, on 


Durant, 


charged with the work of spending the money of the 
Auxiliary in such a manner as to provide the best pos- 
sible entertainment for the sheet metal contractors at 
their annual meetings. For this year, Mr. Pierson 
promised something entirely unique, and incidentally, 
This be- 


ing written after the banquet, it may be stated that 


his promise was carried out in full measure. 





Keading from left to right: H. E. Doherty, Retiring President Michigan Salesmen’s Auxiliary; L. H. Pearce, Re-elected 
Secretary of Auxiliary; and C. F. Nason, Re-elected Treasurer of the Auxiliary. 


February 23rd, with President Hugh FE. Doherty in 
the chair. 

The report of Secretary L. H. Pearce, of the Na 
tional Lead Company, showed that nearly one hun- 
dred members were in good standing. He pointed out 
that the individual member would make it easier for 
himself and for the Auxiliary to take care of its re- 
sponsibilities by selling the idea of the Auxiliary to 
other salesmen calling on the trade who are not now 
members. 

President Doherty in calling for reports from the 


various committees emphasized the fact that without 





Entertainment Committee of Michigan Salesmen’s Auxiliary. 


the Auxiliary has been found to number among its 


members several excellent comedians and fine musi- 
cians. 

I. S. Moncrief, Chairman of the Nominating Com- 
mittee, made the following report: 

“It is recommended that the following members be 
elected as indicated: 

“President—N. L. 
can Rolling Mills Company, Middletown, Ohio. 
Peacock, Grand Rapids, 


Pierson, Jr., Detroit, of Ameri- 


Vice-president—Thomas | 
of R. J. Schwab & Sons Company, Milwaukee, Wis- 


consin. 





Reading from left to right: N. L. Pierson, Jr., Newly 


Elected President of the Auxiliary; R. W. Blanchard; Thomas I. Peacock, Newly Elected Vice-Presi- 
dent of the Auxiliary; and D. Witmer. 


the proper support of these committees it would not 
have been possible for the officers to carry on their 
work during the past years as successfully as had been 
the case. 

The chief work has of course developed under the 
care of the Entertainment Committee which under the 
highly efficient leadership of N. L. Pierson, Jr., some- 
times (?) known as “Armco” Pierson, has been 


“Secretary—L. H. Pearce, Chicago, Illinois, of Na- 
tional Lead Company, Chicago. 

“Treasurer—C. F. Nason, Grand Rapids, of the 
Milwaukee Corrugating Company, Milwaukee, Wis- 
consin.”” 

On motion of R. W. Blanchard, of the Hart & 
Cooley Company, seconded by A. G. Pedersen, of 
AMERICAN ARTISAN AND HARDWARE REcorD, the Sec- 
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retary was instructed to cast the ballot and the new 
officers were inducted into their respective offices, the 
Secretary and Treasurer having been re-elected. 

President Pierson in assuming the chair expressed 
the hope that he might have the same hearty coopera- 
tion from the members that he knew they had given to 
his predecessor. 

In order to place the Auxiliary on a more solid finan- 
cial standing it was voted to make an extra assessment 
of five dollars per member of which a large majority 
was paid at once on a roll call. 

President Frank Daly, of the Sheet Metal Contrac- 
tors’ Association, was then invited to address the meet- 
ing on such matters as might be subject to misunder- 
standing between members of the two organizations. 
President Daly, however, did not feel that there was 
any cause for misunderstanding inasmuch as whenever 
some mistake in policy or action occurred it could 
usually be rectified by direct correspondence between 
the Association member, through the Board of Di- 
rectors, and the Auxiliary member. He further stated 
that a card was being prepared which would be dis- 
tributed to the Association members and on which is 
to be listed the names of the Auxiliary members, the 
firms they represent and the lines they sell. By refer- 
ence to this card, the Association member can then 
easily ascertain whether a certain salesman thinks 
enough of their Association to cooperate with it to 
improve conditions in the sheet metal trade, and act 
accordingly. 

Frank E. Ederle, the efficient Secretary of the As- 
sociation, was then called to the rostrum and in a few 
words expressed his appreciation of the cooperation 
extended to him by many of the members in the matter 
of organizing new Locals and of obtaining new mem- 
bers for the Association. 

President Pierson has appointed the following stand- 
ing committees : 

ntertainment—Hugh E. Doherty, chairman; R. W. 
Blanchard, T. A. Warner and G. H. Moore. 

Nominating—S. H. Keller, chairman; H. W. Brai- 
nerd and L. R. Wise. 

Auditing-—F. E. Wooley, chairman ; C. E. Pfaff and 
N. J. Goodbred. 

Membership—F. E. 
and J. A. Eisenman. 


seeth, chairman ; Joseph Stearns 


Organize Iowa Jobbers’ and 
Salesmen’s Auxiliary. 

They do things at top speed in Iowa. 

Only a few hours intervened between the forma- 
tion of the Iowa Sheet Metal Contractors’ Association 
and the organization of the Jobbers’ and Salesmen’s 
Auxiliary to the Iowa Sheet Metal Contractors’ Asso- 
ciation, Wednesday evening, February 23, 1921, in the 
Coliseum, Des Moines, Iowa. 

The Auxiliary starts out with a membership of al- 
most fifty enthusiastic workers. 

FE. B. Langenberg of the Haynes-Langenberg Man- 
ufacturing Company, St. Louis, Missouri, was elected 
temporary chairman of the meeting. 

In calling the meeting to order, he told of the suc- 
cess of other Auxiliaries, including the Michigan, In- 


diana, and Wisconsin organizations. He explained 
how the salesmen worked with sheet metal contractor 
for the promotion of the common good. 

It was unanimously decided to hold an election at 
once for the ensuing year. The following were chosen 
to administer the affairs of the Jobbers’ and Salesmen’s 
Auxiliary. 

President: Biratr A. Quick, of B. H. Quick and 
Son, Des Moines; 

Vice-lresident: Harry C. Mippieron, of Model 
Furnace Company, Des Moines ; 

Secretary: C. ’. ANperson, of United States Reg- 
ister Company, 208 Court Avenue, Des Moines ; 


Treasurer: WILLIAM KoeNNEMAN, of B. H. Quick 
and Son, Des Moines. 

It was agreed that an initiation fee of $5.00 be col- 
lected and that this amount would be the dues per year. 


Every .salesman calling on the sheet metal and fur- 
nace trade in Iowa is urged to send his membership 
application to Secretary C. F. Anderson, 208 Court 
Avenue, Des Moines, Iowa, without delay. 


The following is the roster of the charter members 
of the Jobbers’ and Salesmen’s Auxiliary to the lowa 
Sheet Metal Contractors’ Association : 


E. B. Langenberg, Haynes-Langenberg Manufacturing 
Co., St. Louis, Missouri. 

G. S. Moss, Haynes-Langenberg Manufacturing Co., 
St. Louis, Missouri. ' 

J. P. A. Anderson, Des Moines, Iowa. 

Edson Curry, Mason City, Iowa, Milwaukee Corrugat- 
ing Co., Milwaukee, Wisconsin. 

P. E. Sauerwein, Keokuk, lowa, Milwaukee Corrugat- 
ing Co., Milwaukee, Wisconsin. 

C. C. Banholzer, Milwaukee, Wisconsin, 
Corrugating Co., Milwaukee, Wisconsin. 

D. A. Bullman, B. H. Quick & Son, Des Moines, Iowa. 

Louis Roos, B. H. Quick & Son, Des Moines, Iowa. 

Wm. C. Koenneman, B. H. Quick & Son, Des Moines, 
Iowa. 

Ww. P..E. 
Stove Co. 

C. P. Lorenzen, Chamberlain Hotel, Des Moines, Iowa, 
Williamson Heater Co. 

E. A. Johnson, Wheeling Corrugating Co., Chicago, 
Illinois. 

H. C. Middleton, Model Stove Co., Des Moines, Iowa. 

J. M. Thomas, 912 Sycamore St., Creston, Iowa, Cole 
Manufacturing Company. 

Blair Quick, B. H. Quick & Son, Des Moines, Iowa. 

C. F. Anderson, United States Register Co., Des 
Moines, Iowa. 


Milwaukee 


3rouwer, Sparta, Wisconsin, Rock Island 


J. J. Burgess, Rock Island Register Co., Rock Island, 
Illinois. 

H. L. Frey, United States Register Co., Des Moines, 
lowa. 


A. G. Pedersen and Miss Etta Cohn, AMERICAN ARTISAN 
AND Harpware Recorp, 620 S. Michigan Ave., Chicago, Illinois. 

A. B. Meston, Buck Stove & Range Co., St. Louis, 
Missouri. 

Andrew J. Allen, 430 Mulberry St., Waterloo, Iowa., 
Cole Manufacturing Company. 

R. W. McCaskey, 1514 East 68th St., Chicago, Illinois, 
Cole Manufacturing Company. 

A. E. Murray, 410 N. 10th St., Ft. Dodge, Iowa, Globe 
Stove & Range Co. 

_ George Harms, F. Meyer & Brothers Co., Peoria, IIli- 

nois. 

Jas. F. Flavelle, Meyer Furnace Co., Peoria, Illinois. 
“ E. E. Stoffer, Marshalltown, Iowa, Rock Island Stove 

oO. 

P. A. Johnson, Peoria, Illinois, Chas. Johnson Hard- 
ware Co. 

D. D. Lewis, 2025 West 4th St., Thatcher Furnace Co., 
Sioux City, Iowa. 

W. F. Menk, 712 E. 6th St., Des Moines, Iowa, Ex- 
celsior Steel Furnace Co. 

W. Gunton, 1318 College Ave., Des Moines, Iowa, R. J. 
Schwab & Co. 





The misfortunes hardest to bear are those which 
never come.—Lowell. 
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Presents Solution for Problem 
of Pipe Intersection. 
To AMERICAN ARTISAN AND HARDWARE REcoRD: 

In answer to the request of Charles F. Scott of 
Memphis, Texas, for a pattern for pipe intersection, 
on page 57 of your issue of February 5, 1921, I submit 
herewith my solution of the problem, which I hope 
may be of some assistance to him. 











Draw lines indefinitely from these points as shown. 
Now we come to where we have our miter line to 
establish. To do this project point 1’ figure 1, cutting 
points A and G in side elevation, point 2’ 
f in side elevation, point 3’ cutting ¢ and e in side 
elevation, point 4’ cutting d as shown. 

Trace free hand line through these points which is 


cutting b and 


the miter line. 
Next we will take figure 4, the pattern for branch. 










































































Solution of Problem of Pipe Intersection. 


First we draw figure 1 section of large pipe as 
shown. If the axes are to be central, draw as shown 
at right angles centrally the branch. 

Then draw half section A, divide half of it into any 
convenient number of equal spaces; drop lines cutting 
curve of large pipe as shown in figure 1. 

Next to right or left in line with figure 1, we draw 
figure 2 the side view of the desired angle. 

On small pipe draw half section B, divide it in same 
proportion as A of figure 1. 


Draw stretchout at right angles to branch equal in 
length to circumference of branch without seam al- 
lowance. 

Divide into twice as many spaces as shown in half 
section B, figure 2. 

Square from each point on stretchout line. indefi- 
nitely as shown. ° 

In this case, the seam being in the throat, we start 
numbering from center, I, 2, 3, 4, 5, 6, and 7. 

Now from branch at right angle to same project 
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point A cutting line 1 in pattern; next b cutting points 
2 in pattern. Proceed in this manner with c, d, e, f, 
and g respectively until points 3, 3, 4, 4, 5, 5, 6, 6, and 
7,7 respectively are established as shown. 

A free hand line drawn through points obtained will 
be pattern for branch, measurements for seam to be 
allowed extra. 

Next in figure 3, if hole is desired in large pipe, be- 
fore forming proceed as follows: 

At right angles to large pipe draw stretch or any 
straight line directly in line with large pipe in figure 
2. 

At any distance great enough to clear seam desired 
to cut hole establish point 1’, 2’, 3’, and 4’, pick these 
distances on sweep of large section as shown in figure 
I. 

Draw lines at right angles to stretch out shown, next 
drop from figure 2 points a, b, etc., cutting line 1, then 
2, 3, 4, etc., on each side of center line until points 
a, b, c, d, e, f, and g are established as shown. 

Trace free hand line to points established, then the 
drawings of the pattern is complete. 

Respectfully yours, 
Josep D. GRACE. 


Elmer, Missouri, February 16, 1921. 





Notes and Queries. 
Playing Marbles. 
From C. A. Peck Hardware Company, Berlin, Wisconsin. 
Kindly furnish us with the names of manufacturers 
of marbles, both common and glass. 
Ans.—J. E. Allbright Company, Ravenna, Ohio; M. 
F. Christensen and Son, Akron, Ohio; Johnston and 


Sharp Manufacturing Company, Ottumwa, Iowa; 
Standard Toy Marble Company, Akron, Ohio. 

“Onyx” Paper. 
From Murphy-Maclay Hardware Company, Great Falls, 


Montana. 
We would like to know who in Chicago manufac- 


tures Onyx paper used in window trimming. 
Ans.—Dennison Manufacturing Company, 62 East 

Randolph Street, Chicago, Illinois. 

“Perfection” Toaster. 

From The C. A. Peck Hardware Company, Berlin, Wisconsin. 
Please advise us who makes the Perfection Toaster. 
Ans.—Kinne Manufacturing Company, 1401 Central 

Avenue, Minneapolis, Minnesota. 

Mouse Traps. 

From J. E. Cowel, Crest, Colorado. 

Can you tell us who manufactures mouse traps? 
Ans.—Delphos Manufacturing Company, First and 

Pierce Street, Delphos, Ohio; Lovell Manuacturing 

Company, Erie, Pennsylvania; Fred J. Meyers Manu- 

facturing Company, Hamilton, Ohio; Oneida Com- 

munity Limited, Oneida, New York. 
Kerogas Burner For Oil Cook Stoves. 

From Whitaker-Glessner Company, Wheeling, West Virginia. 
Would you please advise us who is the manufac- 

turer of the patented kerogas burner used on oil cook 

stoves ? 
Ans.—Thomas Manufacturing Company, Dayton, 

Ohio. 
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Eagle Claw Wrench. 


Wahler Brothers, 2549 North Halsted Street, Chicago, 


Illinois. 
Will you kindly advise who makes the Eagle Claw 
wrench ? 
Ans.—Eagle Manufacturing Company, 2238 Lincoln 
Avenue, Chicago, Illinois. , 
Thermostatic Heat Regulators. 


From John G. Knodle, Hunter Hardware Company, Rock- 
ford, Illinois. 


Kindly give me the names of manufacturers of 
thermostatic heat regulators. 

Ans.—American Thermostat Company, 101 Me- 
chanic Avenue, Newark, New Jersey; Bartlett 
Brothers Company, Cleveland, Ohio; Bristol Company, 
Waterbury, Connecticut; Dahl Manufacturing Com- 
pany, Minneapolis, Minnesota; Minneapolis Heat 
Regulator Company, 2752 Fourth Avenue, South, 
Minneapolis, Minnesota; Watts Regulator Company, 
Lawrence, Massachusetts; Sarco Company, Incor- 
porated, 229 Broadway, New York City; Beers 
Brothers, Rochester, New York; International Heater 
Company, Utica, New York. 

Speedster Bodies for Autos. 


From S. D. Helm Manufacturing Company, Crawfordsville, 
Indiana. 


Will you please advise who makes speedster bodies 
for autos? 

Ans.—The Auto Body Company, 3018 South Wells 
Street ; Auto Remodeling Company, 1503 South Mich- 
igan Avenue (Ford) ; Northwestern Auto Body Com- 
pany, 2018 Milwaukee Avenue; J. Weiss and Son, 9-11 
East 25th Street; all of Chicago, Illinois. 





Indicates Proper Method for 
Applying Zinc Roof. 


In order to apply a Zinc roof, it is absolutely neces- 
sary properly to provide for contraction and expan- 
sion. This undoubtedly is a known fact to the ma- 
jority of sheet metal workers. 

Most authorities agree that the sheets should be 
short, and when laid the nails or fastenings should be 
applied in such a way that there is one free end to take 
up the expansion. 

This can be accomplished by securely fastening the 
lower end of the sheet to the structure of the roof and 
allowing the top end of the sheet to be held in place 
by the overlap of the sheet immediately above it. 

This is a fact, however, of which the general run of 
mechanics are well aware. The same rule governs in 
flashing. 

Nevertheless, it is still necessary to do considerable 
missionary -work among sheet metal workers to edu- 
cate them. 

Any sheet metal worker, if given a job to be in- 
stalled in Zinc, would probably use the same method 
that he followed in installing galvanized iron or cop- 
per. In Zinc this would not be practical. 

A writer who has personally examined Zinc work 
on roofs of buildings in Europe says: 

“IT know of cases where valley and pockets in roofs 
have been lined with Zinc, and the same have been in 
place thirty or forty years and still show no signs of 
deterioration. 
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[llustrations of New Patents 


Watch This Page. Keep Yourself Informed Concerning 
Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of Income to Your Retail Store. 





Fred Ackerman, Van- 
Filed May 13, 


1,302,586. Fishing-Bait. 
couver, British Columbia, Canada. 
1920. 

1,362,599. Shears. 
Filed Jan. 31, 1920. 

1,362,615. Radiator. 


Edgar Buell, Clinton, Conn. 


John B. Gabrielson, Han- 


over, Pa. Filed July 18, 1919. 

1,362,616. Coffee-Pot. Donald Arthur Galt, Tor- 
onto, Ontario, Canada. Filed Apr. 24, 1920. 

1,362,634. Gate-Hinge. Anton J. Markel, Fort 
Clark, N. D. Filed Feb. 21, 1920. 

1,362,647. Door and Lock Therefor. Elmer B. 
Stone and Charles E. Johnson, New Britain, Conn., 


assignors to The American Hardware Corporation, 
New Britain, Conn., a Corporation of Connecticut. 
Filed May 13, 1916. 

1,362,657. Tool-Holder. William Sidney 
Bedford, Ind. Filed Oct. 4, 1919. 


Whyte, 


1,362,667. Mower. Charles A. Blume, Galesburg, 
Ill. Filed Jan. 28, 1919. 

1,362,676. Saw. William T. Conway, Cincinnati, 
Ohio. Filed Aug. 28, 1919. 

1,362,687. Wrench. John H. Fones, Oakland, 
Calif. Filed Nov. 15, 1919. 


Ole 


1,362,744. Coal-Saver and Smoke-Consumer. 
Filed May 24, 1919. 


L. Salvesen, Lawrence, Kans. 
























































1,362,765. Fishing-Tackle. Charles W. Dice, Dan- 
ville, Ill. Filed Aug. 8, 1919. 

1,362,769. Wheeled Toy. Arthur White, Sheboy- 
gan Falls, Wis. Filed Oct. 11, 1917. 

1,362,776. Bottle-Capping Implement. Charles A. 
Bunker, Kansas City, Mo. Filed June 1, 1920. 


1,362,781. Fisherman’s Bob. Frank R. Chase, Cin- 
cinnati, Ohio. Filed Feb. 17, 1919. 
1,362,789. Ojl-Heater. William W. Hamilton, 


Philadelphia, Pa. Filed Apr. 2, 1920. 

1,362,797. Hammer. Titus S. Hose, Little Falls, 
N. Y. Filed Apr. 26, 1920. 

1,362,813. Spirit-Level and Plumb. William 
Josep Neidl, New Britain, Conn. Original applica- 
tion filed Dec. 24, 1919. Divided and this application 


filed Apr. 12, 1919. 

1,362,820. Match-Box Container. Frank B. 
Rinker, Detroit, Mich. Filed Dec. 17, 1919. 

1,362,845. Wrench. James H. A. Carr, McKees 
Rocks, Pa. Filed Sept. 10, 1919. 

1,362,878. Steam-Pressure Cooker and Canner At- 
tachment. Walter M. Ladd, Omaha, Nebr. Filed 
Oct. 13, 1919. 

1,362,883. Fishing-Tool. John F. McMillian, 
Humble, and Clarence E. Reed, Houston, Tex. Filed 


July 14, 19109. 
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Weekly Report 


General Conditions in the Stee: Industry. 


of the Markets 


Review of 


Prices and Tendencies in Sheet Metals, Pig Iron, etc. 





THE LEADING STEEL INTEREST 
MAINTAINS PRICES. 


The leading interest still adheres to the March 21, 
1919, schedule, representing top prices. This has re- 
duced the volume of incoming business of the corpora- 
tion appreciably and has resulted in reduced output. 
This forecasts reductions in both prices and wages. 

There is a noticeable tendency on the part of some of 
the corporation’s customers to withdraw and negotiate 
with the independents, and the volume of new business 
coming in has declined appreciably from the rate of 
40 per cent of capacity maintained during the past two 
months. 

The rate of operation at the mills of the corporation 
has declined to well below 75 per cent of normal from 
the go and 95 per cent rates attained around the first 
of the year, and in some quarters it is believed that a 
rate as low as 60 per cent will be registered within a 
short time. 

The H. C. Fricke Coke Company of Connellsville, a 
subsidiary of the corporation, has reduced its output of 
coke to 70 per cent of capacity. 

During the past several months the coke plants of 
this company have been producing at from 80 to 85 
per cent and the coal plants at capacity. These latter 
are down I0 to 20 per cent. 

No wage reductions have been made in the Pitts- 
burgh district by either the leading interest of the inde- 
pendents principally because the region is surrounded by 
union coal mines for which the wage is fixed until 
April 1, 1922. 

The independent ore producers in the Lake Superior 
region, however, have reduced wages. 


Steel. 


There is nothing like a clean-cut market of steel 
prices today. There is neither the firmness the mills 
would exhibit if they had gotten down to a limit beyond 
which they could not or would not go, nor is there a 
definite attitude on the part of buyers that they want 
certain lower prices. 

The buyers do not know what they want and the 
sellers do not know just what they will do. 

There is nothing at all marketwise on billets and 
sheet bars. Last regular quotations were $45 for billets 
and $47 for sheet bars. 

Actual values are dollars per ton below these figures, 
but how many dollars nobody tries to ascertain. 

Consumers do not seem to have definite ideas as to 
what they might be willing to pay. 

Some sheet mills talk of $35 for sheet bars, but that 
is only tentative. They do not make bids. 

Nor is there any way of computing values by refer- 
ence to pig iron, even though basic pig iron is now 
down to $25 and that seems like a price that will not 
and cannot be shaded very much. 


Copper. 

There has been a better volume of business from 
consumers of copper during the past few weeks 
although ‘still of meager proportions, but during the 
past week even this business fell off materially and 
caused a softening in the market. 

Copper prices had been firmly maintained. However, 
with the falling off in demand and the attendant ac- 
cumulation of stocks by the smaller sellers orders for 
several million pounds were booked at less than 13 
cents for March-April delivery. 

Just what the price was is not known but it is known 
that the larger producers refused to bid less than 13 
cents. 

Copper production in this country continues to de- 
cline and at present the smelter output of blister is less 
than half the rate maintained in 1917. 

The Kennecott Copper Company produced 7,461,240 
pounds of copper during January as against 10,599,480 
in December and 11,146,000 pounds in November. 

The January output of 20 domestic copper com- 
panies, representing about 75 per cent of the country’s 
production, totaled 65,653,378 pounds as compared 
with 84,236,930 pounds during January, 1920, and 
81,788,435 pounds in August, 1920. 

Exports of copper in December amounted to 41,727,- 
686 pounds and it is estimated that the January exports 
will be from 7,000,000 to 8,000,000 pounds in excess of 
this figure. 

Tin. 

There was some buying of tin for forward delivery 
for London account and a reported shortage of Bo- 
livian ores the past week. Even the very small demand 
in the domestic market has fallen to even small propor- 
tions during the past 10 days with the curtailment in 
tin plate reduction. 

In the domestic market Monday the November- 
December and December-January positions of Straits 
shipments were quoted at 32 cents, January-February 
at 32.25, and February-March at 32.50 cents a pound. 

The March-April position declined 112% points to 
32.62% and April-May was off a cent to 33 cents. The 
spot February and March deliveries of Straits declined 
1'4 cents to 32, while April is quoted at 32.50 cents. 
The same deliveries of the 99 per cent grade were off 
the same amount to 28.50 cents a pound. 

The application for a tariff on tin has received a 
setback from the opposition of the manufacturers of 
collapsible tubes and a lukewarm feeling is reported 
from the tin plate manufacturers but nothing as yet 
has been heard from the solder, babbitt and bearing 
metal manufacturers or the producers of brass, bronze 
and foil. , 

The only interest in tin today is speculative. 
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Lead. 

During the past week, the leading interest reduced 
its price of lead from 4.475 to 4.00 cents a pound de- 
livered in both New York and St. Louis, omitting the 
usual freight differential which goes to prove that the 
cut was made to head off any purchasing of cheaper 
foreign lead. 

The reduction also affected the outside market, the 
New York asking price for spot, February and March 
delivery being cut from 4.70 to 4.65 cents a pound and 
the St. Louis price from 4.40 to 4.35 cents. The set 
tling price is about 4.60 New York and 4.30 St. Louts, 

These changes are registered in the Chicago market 
by a reduction of American pig lead from $4.80 per 
hundred pounds to $4.45, and bar lead from $5.50 to 


$5.20 per hundred pounds. 


Solder. 

No additional changes have taken place in Chicago 
solder market. The prices remain as follows: War 
ranted, 50-50, per hundred pounds, $22.50; Commer- 
cial 45-55, per hundred pounds, $21.00; and Plumbers’, 
$1y.75 per hundred pounds. 


Zinc. 

Producers of zine are firmly holding spot, February 
and March deliveries at 5 cents a pound, but sales have 
been reported during the week at 4.95 cents. 

The New York nominal settling price was_ held 
throughout the week at 5.30 cents. There is little de- 
mand and the market is dull and quiet. 

In Chicago zine in slabs declined 10 points-—from 
$5.50 to $5.40 per hundred pounds, 

Foreign zine is still available at cheaper prices and 
continues to be imported into this country. Last week's 
imports amounted to 500 tons from England which 
added to those previously reported brings the total so 
far this month up to 1,475 tons. 

No exports whatever have been reported this year. 
As reflecting the falling off in slab zinc exports are 
December’s figures which show a total of only 52,862 
pounds, as against 20,091,587 pounds for December, 
1919. 

Total exports of slab and rolled zinc for 1920 were 
228,058,715 pounds, as against 283,354,764 pounds for 
the year preceding. 

It is understood that a meeting is to be held in Lon- 
don shortly with a view to creating a zinc convention 
something on the lines of the one in existence prior to 
the war. 

What effect this will have on the market it is difficult 
to say, but the natural supposition is that it should be 
the means of helping to maintain prices. 

On the other hand in the present very poor state of 
demand there would seem to be little to be gained by 
any attempt to push prices up. 


Sheets. 


Nominally the March, 1919, prices of the Industrial 
Board are still in effect among the sheet manufacturers 
of Chicago. 

Some new business is coming into the market, 
although there is no strong demand for sheets. 

The Inland Steel Company is operating its sheet mill 


close to capacity, with enough tonnage on the books to 
last into March. 

In Philadelphia there has been some price-cutting, 
but it has not resulted in any noteworthy stimulation 
of buying. 

It has given some current business to independents 
which otherwise might have gone to the leading interest, 
but it has also had the effect of scaring off some buyers 
who were considering the placing of some tonnage. 
Tin Plate. 

Tin plate is quotable strictly at the regular I’itts 
hurgh price of $7.00 per base box, 100 pounds 

This is for plates to be produced, or “production 
plates.” There are lots in second hands that can be 
had at various discounts, but this is nothing new 

Weeks ago there was some plate, originally purchased 
for export, to be had at down to about $5.00 in ex 
treme cases, where the sizes, etc., were particularly 
misfit. 

Can makers are more optimistic and are commencing 
to issue’ specifications more heavily against first quarter 
delivery contracts. 

In a limited way they are filling contracts for second 
quarter delivery. A few laggards continue to with- 
hold both but these are expected to become keenly 
anxious for material long before the June vegetable 
crop is ready for packing. 

Some of the current business going to independent 
makers of tin plate originates with packers who main 
tain their own can making establishments. 


Old Metals. 

Wholesale quotations in the Chicago district which 
should be considered as nominal are as follows: Old 
steel axles, $16.50 to $17.00; old iron axles, $32.00 to 
$33.00; steel springs, $16.00 to $17.00; No. 1 wrought 
iron, $13.50 to $14.00; No. 1 cast, $18.50 to $19.00; 
all per net tons. Prices for non-ferrous metals are 
quoted as follows, per pound: Light copper, 8 cents; 
light brass, 434 cents; lead, 3 cents; zinc, 2% cents; 
cast aluminum, 9 cents. 

Pig Iron. 

The pig iron market continues to sag and $25 iron is 
almost in sight. Basic is quoted as low as $25. 

Valley already and a sale of Bessemer at the same 
price is reported. No. 2 foundry is still quotable at 
$28 Valley and $27 in the Birmingham district. 

Stocks of pig iron in this latter district as of Feb- 
ruary 1 totaled 160,000 tons as against 187,000 tons as 
of January 1. 

The question of the hour is as to how much further 
this sagging process will go or when the turning point 
of the market will be reached. 

The cost of iron is largely labor and coal miners 
have had their wages fixed by the government at about 
100 per cent above the old rates and the ore miners 
demand the same rates in most of the districts. 

Freight rates are more than double the old rates and 
one authority estimates that the majority of furnaces 
in the country today can not make iron much under 
$35 a ton. 

Some resale iron remains in the market but the 
amount is diminishing from day to day. 

Stocks on hand at the foundries are at a minimum. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 


publication containing Western Hardware and Metal prices corrected weekly. 
WThe prices and discounts quoted on this and the following pages, are, for the most part, subject to change without notice. Owtng 


of the markets and the shortage of materials it is practically «mposstble for, any manufacturer r 








BLUE ANNEALED SHEETS. 
Base .........-perl100lbs $4 


ONE PASS COLD ROLLED 
BLACK. 


No. 18-20......per 100 Ibs. $5 
No. 22-24......per 100 Ibs. 6& 
No. 26.........-per 100 Ibs. 5 
No. 27.......--per 100 Ibs. 6& 
No. 28......---per 100 Ibs. 5& 
No. 29.........per 100 Ibs. 5 


GALVANIZED. 


No. 16.........-per 100 Ibs. $ 
No. 18-20......per 100 Ibs. 
No. 22-24......per 100 Ibs. 
No. 26.........per 100 Ibs. 
We. 37...ccce- per 100 Iba. 
No. 28.........per 100 Ibs. 
No. 30........-per 100 Ibs. 


AH AAAADR 


BAR SOLDER 
Warranted, 


50-50........-per 100 Ibs. $22 50 


Commercial, 


45-55........per 100 Ibs. 21.00 


Plumbers’......per 100 Ibs. 19 


ZINC. 
Im GlADs. ccccocccccceccccce cS 


SHEET ZINC, 


Ces BOO ci ccccececccecosvcsclll 
-18%-18%c 


Less than cask lots.... 


COPrEm:. 
Copper Sheet, mill base....$. 


American Pig.cccccccccccce $4 
BOF coccenccocscecececcccss & 
Sheet. 


Full coils,....per 100 Ibs. $8 
Cut coils.....per 100 lbs. 8 


POR TD ccccccccccvccecoocsene 
RE GER ids cccctcccccoccececede 


C8 


95 
10 
60 


75 


40 


21 


45 
20 


ADZES. 

Carpenters’. 

PD. «cacevee Per doz. $29.00 
Coopers’. 

Tg PPP TETTTIT TTT Te --Net 

ME se scsocesoeses coc c cet 
Railroad. 

POUND cecccvcces Per doz. 30.00 

AMMUNITION. 


Shells, Loaded, Peters. 
Loaded with Black Powder, 18% 


Loaded with Smokeless 
POWER ccccscccevecesesss 1 


Winchester. 
Smokeless Repeater Grade, 15% 
Smokeless Leader Grade...15% 
Black Powder ........+....15% 


to the unsettled 
guarentee his prices for any given length of time. 
METALS 
PIG IRON. 
Northern Fdy. No. 2....... $29 20 
Southern Fdy. No. 2....... 34 17 
Lake Sup. Charcoal...... - 40 50 
WealIOABIS 6. sec cccceccccces 29 20 
FIRST QUALITY BRIGHT 
TIN PLATES 
Per Box 
Ic 14x20..112 sheets $13 10 
Ix SEB cccccsccoese CM 
Ixx SEs x:ce 600000 16 40 
IxXxxX OS eee 17 70 
TXREHK 14280.....000-- 19 00 
Ic SONRS .ccccccees - 26 20 
Ix ii ee eerie 30 30 
(xx SOMBER. ccscavece - 82 80 
IxxxX aa ive ee 
SEE «BB cccecccsss DBS 
COKE PLATES U. M. CG 
Cokes, 180 Ibs.... 20x28 $17 80 ae CIEDeccicccccccces +. -18% 
BE wsbadennedseeeee ken ~-18% 
Cokes, 200 Ibs.... 20x28 18 00 ‘eeu Gum 18% 
Cokes, 214 Ibs....IC 20x28 18 30 PRINS SSS: VESETS 
Cokes, 270 Ibs....IX 20x28 20 30 


Gun Wads—per 1000. 
Winchester 7-8 gauge 10&74%4% 


si 9-10 gauge 10&7%% 

wi 11-28 gauge 10&74% 
Powder. Each 
DuPont’s Sporting, kegs..$11 26 
sa os % kegs 3 10 


DuPont’s Canisters, 1-lb.. 56 


” ” kegs.. 22 00 
” % kegs... 5 75 
ssi canisters 1 00 


Hercules “E.C’, kegs...... 22 50 
Hercules “Infallible”’, 25-can 
GREED coccccccceccoscce. 3B @ 
Hercules “Infallible’, 10 can 
GFUMB coccccsccccccccece 9 00 
Hercules “E.C” and “Infal- 
lible’, canisters ......... 1 00 
Hercules W. A, 30 Cal. Rifle, 
GRINNED accacceccosesess 2 BH 
Hercules Sharpshoeter Rifle, 


MEE sicsccsnsssccsses 2G 
Hercules Bullseye Revolver, 
canisters ...... cseeseoeee SE 
ANVILS 
Solid Wrought....23 & 23% per lb. 
ASBESTOS. 


Paper up to 1/16......10c per Ib. 
Millboard 3/32 to = --10%c per Ib. 


Corrugated Paper, (250 
aq. ft.).........$6,50 per 100 Ibs. 


Rollboard ........-.+..-1le per Ib. 


AUGERS. 
Boring Machine .....490@40410% 
Carpenter’s Nut............--50% 


Hollow. 
Bonney’s ........per doz, 30 00 


Post Hole. 
Iwan’s Post Hole and Well...30% 





Vaughan’s, 4 to 9 in. 
eereccccsccceesPOr doz. $14.00 
ship. 
DOTSS cccccccccecccccces «+-Net 
AWLS. 
Brad. 
No. 3 Handled....per doz. $0.65 
No, 1050 Handled - 2a 
Patent asst’d, 1 to 4 - 86 
Harness, 
Common .....+.-- * 1 06 
Patent ccccccccce ” 1 00 
Peg. 
Shouldered ....... ” 1 60 
Patented eereervee aad 76 


Scratch, | 
No. IS, socket 
Handled ...... per doz. 2 50 


No. 344 Goodell- 


First Quality, Single 
Bitted, 3 to 4 lb., per doz. 16 60 


First Quality, Double 
Bitted ........per doz. 22 50 


Broad. 
Plumbs. Can. Pat., 6-lb. 65 00 


Single Bitted (without handles). 
Plumbs, 4%-Ib. ......+-. 19 5& 


Double Bitted poten «1 
Plumbs, 4%-Ilb 23 


BAGS, PAPER, NAIL. 
Pounds ... 10 16 20 25 
Per 1,000..$5 00 6 50 750 9 00 


BALANCES, SPRING. 
Bight Berta. cccccccceccecece se 
BerAIGt ccccccecccscsceccceveet 


BARS, WRECKING 

B. NO. 12...0---000--+ $0.45 
B. NO. 24...cccccccccee 0.76 
B, No. 324.......++--.+ 0,80 
B. NO, 30.....--eeeee++ 0,85 
B. No. 330.....-0+.+-+++- 0.90 


43 
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& 
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BASKETS. 
Clothes. 
Small Willow....per doz. 15 00 
Medium Willow.. - 17 00 
Large Willow.... - 20 00 


Galvanized. 1 bu. 1% bu. 
Per doz.........-$16 08 $18 72 


BEATERS. 
Carpet. Per doz. 


No, 7 Tinned Spring Wire..$1 10 
«* S Spring Wire Cop- 


cocccccccccccccces 2 50 


ne. re PrestORe.ccccccccece 1 TS 


Egg. Per doz. 
No. 50 Imp. Dover........$1 10 
No. 102 “ “ Tinned 1 35 
No. 150 “ aid hotel 2 10 
No. 10 Heavy hotel iaaes 210 
No. 13 ™ - 3 30 
No. 15 sd = a 3 60 
No. 18 ie vad = 4 60 

Hand. 

8 9 10 12 
Per doz.$11 50 13 00 14 75 18 00 
Moulders’. 


12-inch .........Per dez. 20 00 


BELLS. 
Call. 


38-inch Nickeled Rotary Bell, 
Bronzed base....per doz. $5 50 


Cow. | 
Memtuey cccccccccscccccesO® 


Door. Per doz. 
New Departure Automatic $7 50 
Rotary. 
3 -in. Old Copper Bell... 6 00 


3 -in. Ol@ Copper Bell, 
TAMET cocccccccecccee 8 OO 


3 -in. Nickeled Steel Bell ¢ 060 
3%-in. Nickeled Steel Bell 6 50 


Hand. 
Hand Bell polished List plus 15% 
White Metal...... ° 15% 
Nickel Plated..... » 5% 
Bwias cccccececces ” 10% 
Miscellaneous, 
Church and School, stcel 
BIIOVS wc cccsccsecessrees -BO% 
Farm, Ibs...40 50 75 100 








Each ....$3 08 376 &§ 50 7 25 


Pratt, list less....... 35-40%] 
No. 7 Stanley..... ” 2 7 
AXES. 


BEVELS, TEE. 
a Rosewood handle, new 


etacceves coccccccccccc co NOt 
Stanley iron handle..........Nets 
BLINDING CLOTH. 
 seseeseve SeCbOrcoccces 65% 
Ee ee ewenen +2 - 40% 
Brass, plated ....... seeeeee 60% 
BITS. 

Auger. 
Jennings Pattern ..........Ne 
6 ee -List plus 56% 
Ford’s Ship...... _ “ 65% 
BOWER. sc ccccs tereceerece ese ed OM 


Russell Jennings......plus 20% 
Clark’s Expansive .......33%% 
Steer’s “ Small list, $22 00..5% 

” “Large “ $26 00..5% 
Bre Gai. ccccsccss seeee ee B5% 


Ford’s Ship Auger pattern 
Car .......+....+--List plus 6% 
I svecccccconsectt 


Countersink. 
No, 18 Wheeler’s. .per dee. $2 26 


No. 20 ” oe 3 00 
American Snailhead wi 1 76 
™ Rose.... os 2 00 
wd a ” 1 40 
Mahew’s Fiat.... i 1 60 
_ Snail..... ? 1 96 


Dowel. 

Russel Jennings.......plus 20% 
Gimlet. 

Standard Double Cut Gross $8 40 

Nail Metal Single 

Cut .......Gromss $4 00—$5 00 

Reamer. 

Standard Square......Dez. 2 60 

American Octagon... “ 2 60 


Screw Driver. 
No. 1 Common...... ’ 20 
No. 26 Stanley...... 76 


BLADES, SAW. 
Wood. i” 


Disston 30-in. 


NOB, .ccccce cS 66 26 
$9 45 $10 06 $9 46 


BLOCKS, 
ere +-20% 
PE - ane seendesencescceces ne 

BOARDS. 

Stove. Per doz 
DE .. ddaneveebsinwaen ooee 13 65 
a eee 
0 SS 
eee, 
GUE avcnesdcercecsscéns SEM 
DE: Ghidcheubumadace. 30 50 

Wash. 


No. 760, Banner Globe, 
(single) ......per doz. $5 26 


No. 662, Banner Globe, 
(single) ......per doz. 6 75 
No. 801, Brass King per doz. 8 25 


No. 860, Single—Plain 
Da. ghaseeveceseccessr 6 26 


eee. cut chased, 5x6 
and sizes smaller and 
mhorter .....00e000000+80-10% 


Carriage, sizes larger an 
longer than x0 .20-10- 5% 


Machine, %x4 and sizes 
smaller and uherter....40- 5% 


Machine, sizes larger and 
longer than %x4.......30-5% 


DROVE cccvccccccccccces es OQ 
BOO 60656000600080060000aee 
Mortise, Door. 


Gem, . WER cccccccccccciccesesOH 
Gem, bronze plated.........6% 
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